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APRIL CAR ‘TRUCK OUTPUT 
TOTALED 352,867 VEHICLES, 


AGAINST 289,398 IN MARCH 


United States Plants Account for 335,708 Units, With | 


Canadian Makers Contributing an 
Additional 17,159 


ASHINGTON, May 27.—Production of motor vehicles 

in the United States and Canada for April, 1931, ag- 
gregated 352,867 units, as compared to 289,398 in March, 
representing an increase of approximately 21 per cent., it) 
was disclosed today by the Department of Commerce. 


April factory sales in the United. 
May We, Please? 


States exclusive of Canada consist- | 
ed of 335,708 units of which 289.028 
were passenger cars, 50,015 trucks, 
and 665 taxicabs, as compared i EVISED production 
276,405 vehicles in the previous . 
month, 444,024 in April, 1930, and 1 figures for May, 
621,910 in April, 1929. 931, announced today by 
The output of both passenger the Department of Com- 
cars and trucks in this country was || merce, place the total out- 
the largest for any month since last 2 
May. when the total was 420,027, od for — month at — 
which was the second highest month vehicle units. ur 
for 1930, the peak being reached in|} readers will remember 
April last year with 444,024 units that Automotive Daily 
Passenger car manufacture alone | News on May 1 published 
in April was the highest since last . . 
an estimate of April pro- 
duction based on reports 
from manufacturers, giv- 
ing the total output as 
355,000. The revised 
figures show our estimate 


June, which recorded 285,473 units, | 
April, 1930, with 372,446 being the 

as only about 2,000 units 
off the actual figure. 


peak month of last year. Truck pro- | 
duction also kept pace with that of 
passenger cars last month, being 
the highest since last May. when 
58.659 units were produced, as 
against 50,015 in April this year. 
For the first four months of this 


(Continued on Page 2) 


Late News Flashes 


Auburn, Ind., May 27.—Auburn Automobile Company’s 
1930 shipments to May 25 total 22,759 cars. This exceeds 
shipments for entire 1930 year by 9,066 cars and the peak year, 
1929, by ten cars. R. H. Faulkner, president, stated that 682 
new dealers have been added since January of this year. 

* * * 


New York, May 27.—Active warfare against the “boot- 


legger” and other cut-price gasoline stations will be in full 


Ws * AVIATION * «_ AVIATION, asf 
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Intelligent Direction in ‘Sales, 
Efficient Service, Imperative 


sway in the metropolitan area before the end of the current | 


Plans are being executd by the Sinclair Refining 
Consolidated Oil Cor- 
the com- 


week. 
Company, a subsidiary of the Sinclair 
poration, for placing on the metropolitan market 
pany’s new third grade of gasoline. 

The price of this new gasoline, which is marketed under 
the trade name of “Sinclair Green,” has not as yet been 
determined, but it probably will be about 3 cents below the 
company’s quotattions on its regular commercial grades. Local 
conditions in the immediate vicinity of service stations offer- 
ing the new gasoline, however, will be the major factor in 
determining its price. 

* * * 

Cleveland, May 27.—While the outlook for business 
recovery during the summer months is not particularly en- 
couraging, there is a definite basis for believing a sustained 
recovery will get under way after Labor Day, according to 
Col. Leonard P. Ayres, vice-president of the Cleveland Trust 


Company. e 


South Bend, May 27.—Bendix Aviation Corporation has 
declared the regular quarterly dividend of 25 cents, payable 
July 1 to stock of record June 10. 


,@a 


| 
‘DIAMOND T REDUCES 


PRICES $150 TO $700 
ON VARIOUS MODELS 


Chicago, May 27.—Announcement 
by the Diamond-T Motor Car Com- 
pany was made today of sweeping 
| price reductions, ranging from $150 
| to $700 on various truck models. The 
lower scale, it is added, has been 
| effected without change in specifi- 
| cations. 

The new cut in prices is referred | 
}to aS a major achievement in the 
company’s history, comparable to 
the recent introduction of its 1':- 
| ton model listing at $695. 

A spirited broadside circulated 
}among truck users contains a state- 
| ment on the reasons for the reduc- 

tions and explains the Diamond-T 
position in the matter of trade-ins 
It says, in part: 

“Today, because the Diamond-T 
factory, as well as the Diamond-T 
| dealer, is willing to do business on 
the absolute minimum of profit- 
per-truck, Diamond-T has pushed 
prices down to a level which less 
lefficient, less experienced truck 
| builders simply cannot reach. 

These prices are net. They in- 
clude no leeway for wild ‘horse- 
trading deals’ involving idiotic al- 


(Continued on Page 12) 


NEW LE BARON LINE 
OF PIERCE-ARROWS 
NOW AVAILABLE 





UFFALO, N. Y., May 27.—Pierce- 
Arrow is now making deliveries 

of cars in its new LeBaron custo- 
| mized group, comprised of five new | 
| body types. Prices, as previously 
announced, range from $5,100 up, 
depending upon body style and 
equipment. 
The new custom group includes a 
7-passenger inclosed drive limous- | 
ine, a gage convertible vic- | 
toria —_ a 5-passenger club | 
sedan, a 2 or 4 passenger coupe and | 
5- A Steed convertible sedan. | i 


| All of the group have a’ wheel base | 


of 147 inches and are powered with | 

the Pierce-Arrow 132-h.p. straight 

eight engine 

Sparks from Detroit 

Diamond T Drive Raises Chicago 
Sales for May....»........Page 3| 

Editorial: “Keeping It Sold”.Page 4) 

Complete Testing Laboratory En- 
ables Fleet Owners to Operate 
Safely Page 4) 

Brockway Dealer Builds Sales by 
Close Contacts Page 4 

Engineering News Pages 10, 11 


Willys Commercial Line Designed 
to Meet 90% of Truck Transport 


| District 


| company 


| four 


EW YORK, 
the end of 


May 27. 
its first half, 


Now, Say Truck Sales Heads 


—With the truck sales year nearing 


Automotive Daily News has 


asked a number of the leading sales executives to express 
their opinions on what the truck dealer must do to capitalize 
to the utmost the possibilities for sales in 1931. 


WHITE COMPANY’S 
CANADIAN PLANT 
TO OPEN JUNE 1 


Cleveland, O., May 27.—Establish-| 


ment of a plant at Montreal, Que., 


for the building of White trucks and 
busses was announced yesterday by 
A. G. Bean, president of the White 
Motor Company. After June 1 the 
Montreal plant will be in production 
for the entire Dominion of Canada. 

L. M. Hart, vice-president of the 
White Cormetny, Ltd., will direct 
activities of the new plant and the 
will continue factory 
branches at Montreal, Toronto. 
Winnipeg, Calgary and Vancouver, 
with dealers in all principal Can- 
adian cities. 

“We are establishing a Canadian 
factory to keep pace with the rapid 
growth of Canadian industry,’ Mi 


| Bean said in his announcement. 


“By building White trucks and 


| buses in Canada we will have facil- 
| ities to 
| for White products 
| operators 


growing demand 
and to give to 
of trucks and buses in 
that country a better transportation 
service.” 

The White company’s 
line of thirty-seven standard 
and bus chassis, which includes all 
and six-cylinder models, as 
well as bodies and extra equipment 


meet the 


complete 
truck 


) will be built in Canada. 


| rules 


There is a general agreement thet 


| intelligent sales direction is abso- 


lutely necessary for the dealer who 


| hopes to make a profit on the year’s 


operations. Many of the sales man- 
agers cali attention to the fact thae 
an efficient service department is 
exactly as important as an ener- 
getic sales force. 

The concensus of opinion among 


;the managers is that truck dealers 


today must be governed by the same 
of good business practice 


|; which govern the operations of any 


successial merchant in other lines, 
The day of the truck dealer relying 


(Continued on Page 5) 


FORD PLANS HUGE 
ASSEMBLY PLANT 
AT BUFFALO, N. Y. 


Buffalo, N. Y., May 27.—Construc- 
tion of a new Ford assembly plant 
here is being planned for the near 
future, according to reports in fi- 
nancial circles yesterday, which were 
confirmed by an official of the Ford 
Motor Company. 

The Ford company has already a 
fairly large assembly plant in Buf- 
falo, and the company’s plan to 
build another one in the same city 
it held to indicate that plans are 
under way to make Buffalo one of 


(Continued on Page 2) 


May Truck Output Estimate 
Now Placed at About 35,000 


NEW YORK, May 27.—An_ up- 

ward revision in the estimate 
of new commercial car sales in April 
is in order following the latest reg- 
istration returns to be recé:ved by 
the Automotive Daily News and it 
is now apparent that the total for 
the month will reach and probably 
exceed 35,000. 

First estimates, based on returns 
from the first t.velve states to re- 
port registrations for April and the 
of Columbia, placed the 
likely total at around 33,500. Those 
returns, however, proved to be less 
representative of the entire country 
than believed, and states reporting 
later made better showings. 

Returns are in 
states and the District of Columbia in 
time for this estimate and the total 
for these is 23,997, as against 20,509 
for the same states in March and 
30,960 in April of last year. This 
represents a seasonal upturn of 17 


2\ per cent. over the. preceding month 


REFERENCE TABLES 
; Cumulative April New Commercial 
Car Registrations -Pages 10, il 


and a decline of 21.3 per cent. from 
a year ago. 
March registrations approximated 


| ever, 


| 25 per cent., 


from thirty-two. 
‘which would be a decline from a 


| 


exact total not being 
available because of the failure of 
yeorgia to report for the month. 
Allowing for a similar gain by all 
states combined in April over 
March as that shown by the first 
states to report, the increase would 
amount to more than 5,000, bringing 
the April total to more than 35,000. 

A total of 35,000 for April, how- 
would be a decline of 25 per 
cent. from the total of 46,977 in April 
of last year, as against a falling off 
of only 21.3 per cent. in the thirty- 
two states and the District of Co- 
lumbia. Allowing for a decline at 
a rate somewhere between 21.5 and 
it is apparent that the 
official total easily may reach 36,000, 


30,000, an 


year ago of 23.5 per cent. 

With all the 1931 totals estimated, 
because of the absence of returns 
from Georgia, here is a table show- 
ing comparative registrations of 
new commercial car sales for the 
first four months of this year, as 


(Continued on ‘Page 12) 


Truck Dealer Builds Up Sales Through Close Contacts 


Story on Page 9 
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| 96.398 in April of last year, a decline 


Car Sales in Pennsylvania 
Piek Up Sharply in April 


YORK. May 27.—Pennsyl- |somewhat the gap between 1931 and 

vania was another important 1930. April registrations in that 
state in which new passenger car State were 19,947, as against 14,437 
sales at retail in April showed a large in the preceding month, an increase 
inerease over March, and closed of 38 per cent., and comparing with 


JEW 


Automotive and Aircraft 
Products 


New Haven, Connecticut 


4 


G. & O. MANUFACTURING CO. 


ITH finest quality 
merchandise and with prices that 
place us im a very strong position 
competitively, we are most enthu- 
siastic over the Willys program.” 


—Halversen Motors. Ine., 


Minneapolis, Minn. 


Write or wire for franchise particulars 


Willye4iveriand, Inc., Toledo, O. Willye-tiveriand, Lad boremte, Ces. 


WILLYS 


A BIG SIX priced lhe a fteur 
A POWERFUL EIGHT .. 

A BRILEIANT KNIGHT... 
2 NEW WILLYS FRECKS 


land Cadillac 


PRRUNEL Nesewe es 
| Cadillac 


| Cord 


Auburn 


, Cadillac 


, Chrysler 


| Hupmobile 


| Plymouth 
| Pontiac .. 


\Studebaker .......... 


|Willys-Knight ... ue 


of 24 per cent, 

This falling off from last year of 
24 per cent. was the smallest decline 
made in any month this year thus 
far. The rate of decline in March 
from a year ago was 33 per cent.. 


while in February sales were off 31 | 


cent., and in January, 32 per 


per 
cent. 
Here are the new car registrations 


in Pennsylvania for the first four | 


with a year ago: 
a 
€ 
1931 1930 
cline 
32 
31 


9.447 
12.909 
21,808 
26,398 
71,362 30 
Anoiher favorable indication in 
Pennsylvania last month was that 
five makes of cars showed gains in 
registrations over the correspond- 
ing month of last year. These were 
Auburn, Cadillac, Chevrolet, Olds- 
mobile and Willys. Only Auburn 
showed gains for the 
four months of this vear over 


January 
February 
March 
April 


first 
last, 

Registrations of new cars in the 
first four months of this year in 
Pennsylvania amounted to 49,630. 
as compared with 71,362 in the cor- 
responding period of 1930, a decline 


/of 30 per cent. 


Following are the new car regis- 
trations for Pennsylvania in April, 
as compared with a year ago and 
with March, 1931: 
April, 

1931 

404 

20 
1.075 
126 
745 
764 
10 


April, March, 
1930 1931 
161 292 
45 


~—.) 


PN: wis xed ae 
Buick 26? 
96 
135 
885 
16 
466 
81) 
255 
766 
©.905 
110 


Chevrolet oe 5 
eo fl 


Durant 


Franklin 
Graham ....... 
Hudson 
Hupmobile 
La Salle 
Lincoln 
Marmon 
Nash 
Oakland 
Oldsmobile 
Packard 
Peerless ; 
Pierce-Arrow 
Piymouth 
Pontiac 
Reo Reis 
Studebaker .. 328 
Stutz ... 0 
Viking 27 6 
148 38 
474 283 
154 112 
58 26 


Willys-Knight.. 
Miscellaneous... 15 
19,947 26,398 14,437 
Here are the comparative figures 
for the first four months of this 
year, as compared with last: 
1931 1930 

406 
Austin 
Buick 
190 
14.521 
2,051 


Chevrolet 


41! 


1.265 
2,032 
744 

9 505 
26.451 
346 
942 
1,195 
944 
337 
100 
431 
1.266 
809 
1,854 
866 
194 
263 
1.362 


1 


Frankhn 
Graham 
Hudson . 


La Salle 
Lineoln 
Marmon 
Nash ..... 
Oakland 
Oldsmobile 
Packard 
Pecrless 
Pierce-Arrow 


327 
lot 


22 


Reo . 


Stutz 
Viking .... 


Whippet 
Willys .. 


471 
1,085 
412 
Miscellaneous .... 230 


FRE oss re a tan, 49 630 


*Not on the 


De- | 


| months of this year, as compared | 


33 | 
24 | 


‘operates the southernmost automobile dealership at 


3.131 | 


71,362 


market at that time. | 


CLASSIFIED ADVERTISEMENTS | 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


‘since last May. Of this total 14,043 | Bureau of Statistics. 


‘ 
62 


* * > 


Local Cars Make Good 


Buick Service Policy 


+ > + 


Chris Sinsabaugh—Detroit Editor 


PROPHET may be without honor in his own country, 

but here is a paragraph that proves the exception to the 
rule, or else it is a case of “local car makes good.” It has to 
do with the city of Pontiac, Mich., where Oaklands and Pon- 
tiacs are manufactured, and reads as follows: 

“Since the introduction of the new models on January 1 
of this year, Oakland-Pontiac cars have out-registered all 
other makes of cars in the city of Pontiac. Although Oak- 
land-Pontiac cars have led in their price class in the city for 
a number of years, this is the first time they have led the 
entire automobile field.” 

* 7 * 
W. JACOBS, service manager for Buick, making an 
e inspection trip covering key points: throughout the 
country to check up on the operation of the company’s owner 
service policy, recalls how effective this same service has been 
since it was standardized on a national basis. 

One of the features is that each new Buick owner is 
provided with an identification card which he finds of great 
use while touring. Presentation of this card at any author- 
ized Buick service station gives the owner the same serviee 
during the warranty period that he would get from his loeal 
dealer. The policy also entitles the owner to an inspection 
and test every thirty days or 1,000 miles throughout the life 
of the car without charge, provided no dismantling of parts 
is necessary. 

With the touring season coming on, Jacobs will check 
up to make sure that every Buick tourist gets the service the 
company has planned for him. Incidentally there are 165 
service travelers contacting with 4,000 service stations in this 
work, so it would seem that there can be no slip up. 

. * *” 


HIS column conductor's attention has been called te the 
fact that two Chevrolet agencies are maintained at 
almost opposite ends of the earth, one within a stone’s throw 
almost of the north pole, and the other in the antarctic. In 
Horstad, Norway, sixty-nine parallels remote from the 
equator, A. S. Anco sells Chevrolets, while 8,500 miles to the 
south, practically at the tip of South Ameriea, V. V. Camelio 
Por- 
venir Tierra del Fuego, which is on the fifty-seventh parallel 
of latitude and about in the antaretic cirele. This same 
Camelio also has an agency across the Strait of Magellan. at 
Magallanes, formerly Punta Arenas. 
* * * 


RANK E. PHILLIPS, assistant sales manayer of the 

Gemmer Manufacturing Company of Detroit, has sailed 
for Europe for the purpose of contacting European manufac- 
turers using the Gemmer type of steering gears, concerns like 
Citroen, Mathis, Austro-Fiat, Horsch and Stoewer. The fae- 
tory reports that it is advised that automobile product and 
sales continue on the upgrade abroad. 


April Car, Truck Output 
Totaled 352,867 Vehicles 


(Continued from Page 1) 


year passenger ear production to- | were passenger cars and 3,116 trucks. 
taled 833,577, as against 1,213,960 in | These figures are based on reports 
the same period of last vear, and | received from 144 manufacturers in 
1,797,063 in the January-April period | the United States, 42 making pas- 
of 1929. |senger cars and 113 making trucks 

Canadian factories last month | (11 making both passenger cars and 
turned out 17,159 passenger cars and | trucks), while the Canadian figures 


trucks, the biggest monthly output | were furnished by the Canadian 


It is understood that a contract 
has been signed by the Ford com- 
| pany and the Buffalo Genera) Elec- 
| tric Company, Niagara Hudson Pow- 
| er Corporation subsidiary, for a 
| supply of power to this plant 
The present Buffalo plant of the 
Ford company is considered a large 
one, although it is not as large as 
the one situated at Edgewater, N. J. 
across the river from New York city. 
Cin de 
{ 


FORD PLANS HUGE 
ASSEMBLY PLANT 
AT BUFFALO, N. ¥. 


(Continued from Page 1) 


the most important Ford distribut- 
ing centers. 
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Sales for May 35% Over Year Ago 


Special Showing of Cespeibii ies Timed to Tie Up 
With Jubilee Celebration; Truck Buyers Reached 
By Broadside, News Ads, Salesmen’s Efforts 


HICAGO, May 2 


May has been just the reverse of a- 
month of depression for the Chicago retail branch of | 


the Diamond T Motor Car Company. With predictions being 


made that by July or August the 1931 sales curve should 
begin to pass that of 1930, the Diamond T local sales force 
decided to try and hurry the date for this eventuality so far 


as they were concerned. 


shoot. Yet they have 


manner. 


Fortified by comparative reports, | the printed word were supplemented | 


T} 
in- 


the Diamond 


revealed the 


Cc. A. Johnson, 
branch manager, 
formation that, 
still remaining, 


his forces 


When they selected May, 
the month to beat, they picked an active period at which to) 
surpassed it in a most impressive 


by intensive work by our salesmen, 


with only a few days | who followed up their owners and 
this | prospects by personal call and tele- 


month had exceeded by 35 per cent.| phone to let them know all about 
our special show and its importance. 


the record for May, 1930. 
Several factors were cited as rea- 


“The effect of th 


is campaign was 


1930, as! 





o-— 


its success was the number of orders 
our salesmen secured. Every one of 
them worked hard all the time and | 
they were rewarded in the form of 
sales 

“All possible advantage was 
taken of the fact that it is far bet- 
ter economy for users with wornout 
trucks to replace them at today’s 
prices, getting the benefit not only 
of the newest and most efficient 
design, but also the reduction of 
maintenance 
ment had 


effect with many 


its 


users inclined to defer purchases of | 


new equipment. Yet the main thinz 
stressed by our salesmen was 
performance, design and value 
our 1931 line, 
operation through shop service and 
the correct technical advice as to 
the capacity and body style needed 
for the job to be done.” 


in 


CLASSIFIED E) 
IN THE AUTOMOTIVE DAILY 


| HIGH RAT!” “€ SAFET, 


Diamond T Drive Raises Chicago 


expense. This argu-| 


the | 


along with the co-| 


ADVERTISEMENTS | 


MAINTAIi.«v BY TRUCKS | 
IN NEW JERSEY COUNTY 


Jersey City, N. J.. May 27.—One 


| thousand and forty-eight commer- 


| cial drivers in Hudson County dur- 
ing April, participating in the inter- 
fleet drivers’ safety contest, oper- 
ated at a rate of 15.76 accidents per | 
100,000 vehicle hours, according to 
| Hudson County Safety Council. 
| This is the next best record made 
by commercial operators in this 
'county in twenty months of com- 
petition. In April, 1930, the rate was 
14.74, | 
Despite the fact that the drivers 
rolled up a total of 247,509 vehicle 
hours only thirty-nine accidents 
were reported. There were only 
three personal injuries involved in 
inese accidents, most of the acci- 
dents being of a minor nature. 
The best record made by any fleet 
the contest was broken during 
the month by the drivers of the 
R. H. H. Steel Laundry Company 
of Jersey City. This fleet, averaging 
thirteen drivers, operated during 
| ninetee n months, a total of 61,605 
|hours, without a single accident 
“No-accident” fleets and others 
|that have established good records 
lare as follows: Alaska Chemical 


in 


; motors daily. 


3 


| products Refining Company, Edge- 
| water; 


Edward F. Clark, Bayonne; 
Lois Cohn & Son, Bayonne; Hud- 
son County Storage and Trucking 
Company, Jersey City; Jersey City 
Ladder Company, Jersey City; L. O 
Koven & Brother, Jersey City; C. F. 
Mueller Company, Jersey City; 


| Steinberg Furniture Company, Bay- 


onne; Steinert Brothers, Bayonne; 
Vacuum Oil Company, Bayonne; C 
A. Woolsey Paint and Color Com- 
pany, Jersey City and White 
Foundry Company, rsey City 


220 WAUKESHA MOTORS 
BOOSTING DAILY OUTPUT 


Waukesha, Wis., May 27.—Produc- 
tion of the Waukesha Motor Com- 
pany reached a total of 43,000 mo- 
tors last month, according to H. L 
Horning, president. The company, 
he stated, is now producing 220 
The firm has about 


Je 


1,000 employed. 

Mr. Horning expressed himself as 
well satisfied with earnings this 
year thus far and declared that 
there is not the slightest doubt con- 
cerning safety of the next dividend, 
which will be paid at the usual rate 
in July. 

A real start toward general busi- 
ness recovery will be witnessed in 
the fall, the turn coming in Octo- 


interest among 
The proof of 


sons for accomplishing the results|to stir up real 

obtained. One was the decision to| motor truck users 
hold a special show of the complete | 

Diamond T line of chassis and body 

types. Another was the tying up of 
this event with the recent Chicago 
jubilee celebration. The third was 

telling Chicago motor-truck buyers 
about it in a forceful and interest- 

stimulating way. 

As for the display, it featured par- 
ticularly the new one-and-one-half- 
ton truck mbodel, latest addition to 
the Diamond T line. In all, forty- 
four units were on view, from the 
one-and-one-half-ton capacity up to 
the largest built by the company, be- 
sides which there were two specially 
designed trailers and two engine 
displays. Bodies of every type of- 
fered by the company were shown, 
the comprehensiveness of the layout | 
requiring use of double the amount | 
of display space generally employed 

The second stroke of merchandis- 
ing, the tieup with the Chicago 
Jubilee festivities, proved well ad- | 
vised, according to officials of for| 

| 


ber, Mr. Horning believes 


NEWS BRING RESULTS Company, North Bergen; Corn 


THE SENSATION OF THE 
TRUCK INDUSTRY 


5° to 60 miles 
per hour with load 


THE NEW 
Stewari 


3% Tonner 


$3990 chassis 


company. That particular time for 
the special chosen for 
psychological reasons. The event 
in other words, got people in 4/| 
more favorable state of mind toward 
making purchases. Many merchants 
throughout the city took advantage 
of the idea by making special Jubi- 
lee offers. Among motor truck mer- 
chants, Diamond T was most con- 
spicuous in this regard. 1 

Located on West Washington 
Boulevard, a much traveled thor- 
oughfare of the city, the Diamond T 
branch displayed signs in its win- 
dows calling attention to the motor 
truck show being held, and particu- | 
larly to the one and one-half ton. | 
heavy duty construction models in 
numerous body styles. The low | 
price of $695 for the chassis was | 
featured. In addition, newspaper 
advertising space was used. And in| 
order that every Diamond T owner 
and prospect might get the full sig- | 
nificance of the event, a broadside 
announcement was mailed in ad-| 
vance to the complete list. 

“Our campaign, planned by the 
factory, drew more than the ex-)| 
pected results,” stated Branch | rated 
Manager Johnson. “It is a long | 
time since we have experienced SO | 
much activity about our salesrooms 
The efforts we employed through | 


They Each Own Over 1000 
Automotive Vehicles 


About 300,000 Vehicles Are | 
Owned by 75 Organizations 


We are now ready to deliver, at 
a very moderate price, a list o! 
these 75 organizations, showing 
for each fleet operator all the 
cities where they have buying of- 
fices and the NAMES OF THL 
MEN who dictate or influence th 
buying and operating policies. 

This list will. contain 650 lisi- 215 Crling 
ings and will give the names ¢ 7 —_ ° sseaese se 
975 men to write to. ‘4 ton, 6 Cytinder... 

HERE IS YOUR CHANCE t ‘'@ ton, 8 Cylinder... 
send out 975 letters and PUL: oe — : a 
YOUR STORY inte the minds 0! 

EVERY man who has anything t: 
say about the operation of 300,006 
automotive vehicles. 
FLEET OWNER LIST CO. 
1817 Broadway 


show was 


170", 190", 226" and 241" Wheelbases 


makers. The new Stewart 3'4-tonner, like 
all Stewart models, is built to give years 
of constant service. 


Still another Stewart triumph! This time 
an “8” developing 130 horsepower, capable 
of 50 to 60 miles an hour. A marvel of 
power and speed for long, fast hauls. The 
new Stewart “8” is rugged, powerful, yet 
smooth and vibrationless. Its heavy duty 
motor is designed for gruelling work. No 
road is too rough, no job too tough for 
this “8”. 

From radiator to tail light, it’s an honestly 
truck built by exclusive truck 


If your demands include long, fast hauls at 
low operating cost, get “America’s Greatest 
Truck Value” on the job. Let Stewart 
performance prove Stewart claims. A ride 
behind the wheel of this new Stewart “8” 
will amaze you. 


Free catalog sent upon request. 


SPECIFICATIONS 


MOTOR —8 cylinder truck type bore 8”, 
stroke 4%". Horse power 130. Bullt-ia vil 
cleager, 

CARBURETOR— Latest Stromberg with ac 
celerator pump, fuel economizer and air 
cleaner. Swan manifold, 

IGNITION Delco Remy—-direct gear driven. 


Also Deico Remy starter with Beudix gear 
shift. 


TRANSMISSION 12 speeds forward, 8 re 
verse and overdrive. lhe overdrive per- 
mits stow motor speeds on long, fast ruas. 

S'TRERING GEAR Latest Ross roller gear 
type. 

FRAME. Side rails unusual depth of 9”. 


SPRINGS Front 40” x 3”, Rear 66” x 8”, 
equipped with helper type staudard. 


REAR AXILE- Timken double reduction type 
full floating. Worm optional. 
BRAKES — Bendix 4 wheel mechanical, 
equipped wilh vacuum booster, 
TIRES—9.00-20 all around, Duals rear. 


WHEELBASE 17¢” Standard. At extra cost 
196”, 226” and 241”, 


WEIGH T— 7625 Ibe. 


MODELS 
Bevel Axle 


Cylinder 
Cylinder 
Cylinder 
Cylinder 
Cyltioder 
Cylinder... 
Cyliader... 
Cylinder... 
j Cylioder 


Worm Axle 
Cylinder 
Cylinder 
Cylinder 
Cylinder 
Cylinder 
Cylinder 
5 ton, Cylinder 
6-7 tom, 6 Cylinder 


Double Gear Reduction Axle 


toa, 6 Cylinder 


ton, 
ton, 
ton, 
ton, 
ton, 
ton, 
ton, 
ton, 
ton, 


The Stewart liberal dealer franchise 
offers both car and truck dealers an 
unusual money-making opportunity 
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MOTOR TRUCKS 


STEWART MOTOR CORPORATION 
BUFFALO, N. Y. 


6 
6 
6 
6 
v 
8 
6 


e+ -$2990 
++ $3690 
+» $3990 
cocccces ce  SeOee 
+» $4990 
. $5700 


Cables: Stewartruk Budalo, 
Beatley. 


Codes: Acme, 
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Stewart Trucks have won-—By costing less to run 
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Keeping It Sold 

N the course of a year in this country goods to the value of 
] $1,600,000,000, that have been purchased from retail 
stores, are later returned by the customer for various reasons. 
In the case of the dry goods trade this is one of its service 
problems. Women are the principal “returners,” taking back 
to the shops from 20 to 40 per cent. of all purchases that have 
been supposedly made. Obviously, this excessive changing of 
purchases adds to the cost of doing business in the dry goods 
field and in the final analysis is added to the bill of every 


customer. 





Of course it has always been the privilege of the ladies | 


to change their minds. As a matter of fact the operation is 
not confined to the fair sex. 

temperamentally incapable of making up their minds that if 
you put them in a room with two chairs in it they would 
stand up all day because they could not make a choice between 
the two. 

Whether they know it or not, automobile dealers are up 
against this same trait of human nature. The man or woman 
who buys a car does not bring it back to have the price 
credited, it is true, but many of them do have a definite 
psychological tendency to change their minds after they have 
bought. Before the car was purchased, the buyer and his 
wife probably put in long hours, days or week, hesitating 
between this car or that. Finally some little matter of equip- 
ment or price or suggestion turned the balance and the final 


selection was made. 


But after the car has been delivered, it is just as easy | 


for some slight happening to make the owner dissatisfied 
with his vehicle. Some slight failure will set up the idea: “I 
made a mistake. If I had bought that other car this never 
would have happened. I wish I had bought the other.” 

This human trait makes it imperative that the dealer keep 
his customer “sold’”’ on the car after he has bought it. The 
dealer who simply delivers a new car and then forgets it is 
very probably creating a dissatisfied customer; a “knocker”’ 
who may kill numerous other sales for him. 

Furthermore, the dealer must supply such service as will 
give his customer satisfactory operation during the life of 
the car. Even though the vehicle may be two or three years 
old, the owner, perhaps unconsciously, lays up against the 
ear any failure it may develop that interferes with his satis- 
factory transportation. The same feeling of dissatisfaction 
that causes a purchaser to return goods purchased at retail 
stores, must be guarded against by the automobile dealer 
in his relations with his more stable clientele. 


Crop Prospects 





LL business is, or ought to be, interested in crop pros- | 


pects. This is peculiarly true of the automotive busi- 


ness, because motor vehicles are as much a part of the! 


necessary equipment of the farm as are plows or harrows. 
The farm market for motor cars and trucks is a vitally 
important dne to our industry and unless this field for sales 
is able to take its share of the output, there is little hope for 
betterment in the automotive business. 

For a long time our American farmers have been 
intensely pessimistic because of low prices for farm produce. 
Wheat, for instance, has gone below the profit line and some 
other staple crops are little better off. The depression, how- 
ever, has served one useful purpose in forcing many farmers 
to swing away from staple and traditional crops to put some 
of their acreage in other types of produce. 

In a recent inferview, R. W, Dunlop, assistant secretary 
of agriculture, notes the fact that within recent weeks the 
general pessimism among farmers over low prices has 
changed to one of optimism over the good crop prospects. 
The widespread drought of last year has been definitely 
broken. The greater variety of crops that are being raised 
should give a greater distribution of returns in farmers’ 
pockets, 4 


350 Hudson St. | | 


Company—includes more than 
At the Central Repair Shop in’~ 


Mich., | 


land Manager, Little Build- | 


Merchandising Department, Charles 5. 
Mich. | 


Most of us have known men so} 





Laboratory 


Enables Standard Oil to Safely 


Run Largest Truck Fleet in N. J. 


| Newark, N. J., Standard Oil has a} 
|complete laboratory where every | 
known safety device on the market 
tested by machinery before 
on trucks 


| is 
| adoption as equipment 
and cars in service. 

| J. F. Winchester, general superin- 
tendent of motor equipment of the | 
Standard Oil Company of New Jer- | 
sey, has charge of the 500 trucks 
|} and 200 passenger cars in the state, | 
and supervises the tests made for 
the safe operation of the fleet. 

The control of the fleet is cen- 
tralized and the _ responsibility | 
placed two ways: Maintenance with 
| the automotive department, includ- 
ing checking of output and installa- 
tion, while the actual operation on 


HE safe operation of the largest fleet of trucks and pas- 
senger cars in New Jersey—that of the Standard Oil 





|the roads is under the sales de- 
| partment. 
Standard operates practically | 


every make of truck and passenger | 


car, for, in addition to experiment- | 
ing on types of appliances, it also 
| experiments on original equipment 
|}and keeps pace with the changing 
trends in the industry. 

For its own service stations it 
issues a complete lubricating manual 
which lists every make car, and 
contains drawings to show service | 
managers correct location of each 
part that needs lubrication. With | 
new products and trends’ which | 
have to be reviewed the book is 
| revised frequently. 
| Under observation in the central 
‘repair shop are different types of 
brake linings, washing machines, 
spark plugs, grease guns, battery | 
charges, etc. 


the shop before being put back. In 
fact everything possible is being 
done there to eliminate guess work, 
|and to make the fleet safe as far 
'as it is humanly possible. 
Discussing safety, Mr. Winchester 
says that all motor vehicle operators 
| for Standard must have passed cer- 
tain physical qualifications and have 
‘shown mental ability before being 
permitted to operate a company 


Motors taken out of | 
| trucks for repair are tested out in| 





| vehicle because “more than 85 per 
cent. of our operators are actual 
salesmen, and must show ability 
'along this line, which, incidently, 
| requires constant mental alertness. 
| The results of this rigidness are 
| Shown when our accidents are com- 
pared with those of the nation. 
| Figured on a percentage basis of the 
total number of accidents, ours are 
less, 

“The outstanding factor in the 
alarming growth of the traffic acci- 
| dent problem is the development of 
| the motor vehicle and its more in- 
| tensive and extensive utilization. 
| This point directly applies to our 
| organization, as we are constantly 
| devising methods of speeding up the 
delivery of our products, by apply- 
ing the 
, technicalities of 
world. 
|} “The territories covered are be- 
| ing expanded giving a more exten- 


the 


| equipment, especially units hauling 
|Our products from bulk station or 


most constant operation, 

“An accident always means that 
something is wrong. The _ chief 
reason for reporting and studying 
accidents is to find out 
wrong and their applying the proper 
remedy, In view of the high total 


, cost of accidents, it is a good in-est- | 


ment to spend a moderate amount in 
| collecting information and study- 
ing it in every possible way to de- 
termine how the yarious remedies 


are working or to ascertain what 
others may be needed. 
“If, on the other hand, records 


are simply piled up in a filing case. 
or tabulated in an annual report 
leading to no practical conclusions, 
the cost of collecting them is wasted. 

“To develop the proper remedy 
| for any ill a requisite is to know 
| the type and extent of the disease. 
' To check the mounting toll of traf- 


latest developments and | 
automotive | 


Sive field which, in turn, makes 
more intensive operations neces- 
|Sary. As a result, some of our 


refinery to bulk station, are in al-| 


what is | 


° 





lecturing its drivers on safety. 


fic casualties the available data 
must first be analyzed. What is the 
trend? Why is it? That is, what 
are the principal causes? And then, 
what is going to be done about it? 


“The principal thought to be un- 


| ceasingly considered is ‘carefulness,’ 


tion of life and property damage, 
we have the great significant point, 
that of maintaining good will of the 
public. For one person's feelings 
that are directly injured there are 
his associates who, through his in- 
fluence, are indirectly brought inte 
the picture. It is then absolutely 
necessary that the public be given 
a square deal and in all probability 


(Continued on Page 6) 


MOTOR VEHICLE SERVICE INSPECTION REPORT 
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for that is the keyword to accident 
prevention. One must be careful | 
when a project is in its initial | 
Stages, merely a thought to see that | 
it is going to be started correctly, 

and then, when it is started, to see | 
that everything is progressing accu- 
rately and efficiently. 

“A motor vehicle is one excellent 
example. Before starting a careful 
operator will consider and, if possi- 
ble, verify his beliefs whether the 
brakes are in good condition, lights 
and horn are passable and any 
other point that is necessary for the | 
safe acting of the vehicle to be 
driven. Aiter having started, it is 
then necessary to continue with 
watchfulness to a more attentive 
degree, aS at an unsuspecting mo- 
ment it may be necessary to bring 
any one or more of these devices 
into instant use, and they must per- | 
| form their duty. 

“Figures indicate that more than 
| 50 per cent. of the accidents occur 
at street intersections. Interesting 
|to know? Yes, but that one little 
group of words mean more. What 
are we going to do about it? Here | 
we acquire the knowledge of just | 
where safety principles and activi- | 
ties should be centered. 

“In order to learn further just 
what should be done, we learn the, 
most common causes of accidents, | 
Motor vehicle operators not having | 





| 





ihe right-of-way and operators of 
other vehicles driving on wrong side | 
of the road—cutting in—failure to) 
signal, exceeding speed limit, are 
the actions causing the larger part 
lof the total number of accidents; 
in fact, the aggregate percentage is | 
79. These are the types of accidents | 
happening more _ frequently, al- | 
though in order to arrive at a truer | 
| picture, it is necessary to apply the | 
information learned to each indi- | 

| 


vidual] locality, and then utilize the 
|necessary safety principles. 

“Similar to the great national 
problem, our company has one that 
to us is just as important, for along 
with the objective of the preven- 


‘ 
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COMING EVENTS| : 





MAY 
25-28—Washington, D. C. Wardman Park 
Hotel, etail Delivery Association, 
tenth annual convention. 


| 23-29—New York, N. Y. National Foreign 
Trades Council. 
30—Indianapolis, Ind. Annual 500-mile 
sweepstakes. 
JUNE 


3—New York, N. Y. National Automo- 
bile Chamber of Commerce, direc- 
tors’ meeting. 

3- 4—Dallas, Tex. American 
Institute, midyear production 
sion meeting, Baker Hotel. 

4—New York, N. Y. National Auto- 
mobile Chamber of Commerce, mem- 
bers’ meeting. 


Petroleum 
divi- 


4- G—Chicago, Ill. Institute of Radio 
Engineers 

8-12—Chicago, Ill, Radio Manufacturers’ 
Association, annual show, 


10-12—Swampscott, Mass. American Ine 
Stitute of Chemical Engineers’ meet- 


ing. 

14-19—White Sulphur Springs, W. Va 
Society of Automotive Engineers, 
summer meeting. 

15-18—Madison, Wis. American Society of 
Mechanical Engineers, fourth na- 
tidnal oi] and gas power meeting. 

17-19—French Lick, Ind. Steel Founders 
Society, mid-summer meeting 

21—Montlery Track, France. Automobile 

Club of France, grand prize race. 

22-26—Chicago, Ill, American Society for 
Testing Materials. thirty-fourth ane 
nual meeting. 

National Association 
of Credit Men, convention. 

29-30—Chicago, Ill. National Association 
of Taxicab Owners, meeting 


JULY 


{—Altoona, Pa. Automobile race 

1t—Nurburg-Ring, Rhineland, Germany. 
Automobile Club of Germany, grand 
prize race 


SEPTEMBER 


1- 4—Cleveland, O. Hotel Statler, Society 
of Automotive Engineers, twentieth 
annual aeronautical meeting in 
conjunction with National Air 
races, 

%-17—Utrecht, Holland. Utrecht Fair, bus 
and truck show. 

i6-17—Atlantic City, N. J. National Pe} 
troleum Association, annual meet- 
ing, Hote] Traymore 

20-26—Springfield, Mass. Eastern States 
Exposition. 

21-25—Boston, Mass. American Welding 


Society, meeting. 
28-29—Atlantic City, N. J. National Asso- 

ciation of Motor’ Bus Operators, 

fifth annua] meeting, Am- 


N. J. 
Association, 


Hotel 
bassador. 

26-Oct. 2—Atlantic City, 
Electrio “Raiiway 
mual meeting. 


American 
an- 





— - 


Intelligent Sales Direction 
Necessary to Sell Trucks 


(Continued from Page 1) 


entirely on price inducements and 
careless trading, is done. 

Here is what individual sales 
managers say about the commercial 
car situation: 


Horse Sense Sells 


By C. H. WONDRIES, 
Vice-President in Charge of Sales, 
S. P. A. Track Corporation 


The day has gone for the David | 


Harums in the truck business. Dick- 
ering dealers operating more or less 
haphazardly, cannot hope to cope 
with competition that has a well or- 
ganized, sound sales plan. 

Today's successful truck dealer is 


an entirely different type of busi- | 


ness man from his predecessor. He 


is guided by the same, sane rules of | 


good business practice which govern 

any sound retail sales program. 
The dealer who capitalizes to the 

fullest extent on 


profit. 
is a broad question. In the first 
place, he is selling transportation 
machinery, which today is a business 
necessity. Because of the tremen- 
dous increase in motor trucking 
during the past decade, trucks have 
become an integral part of the ma- 
jority of all business enterprises. 


They are virtually the backbone of | Tesults than right now. Buyers to- | 


some lines of business. 
The truck dealer, selling industrial 


transportation, is in an entirely dif- | 
ferent position from the passenger | 


car dealer. His organization must 
be sOmewhat different. He must 
Select and train his salesmen differ- 
enily. 

The chief requisite is sufficient 
man power, thoroughly trained and 
capably directed. The successful 


his truck fran- | 
chise is bound to show a handsome | 
But how this should be done | 


| tomers are the dealer's best sales- 
men, 

The successful truck dealer must 
| be properly financed. This does not 
mean that he should have unlim- 
|ited capital, but rather that his 
; financial structure be soun@ and 
sufficiently elastic so his activities 
can be principally devoted to selling 
and sales direction. 


two key men—the sales manager 
| and treasurer. Every one else must 
work for one or the other of these 
executives. This division of control 
is sound, for it permits the former 
| to devote his entire time 
direction, while the latter is re- 
sponsible for all other details con- 
nected with a well-organized truck 
sales company. 

The close observance of these 
fundamentals has been the means 





Side of the ledger. 


Honesty First 
By FRANK P. SOPER 


Sales Manager, Federal Motor 
Truck Co. 


In our opinion, there never was 


| a time when honesty, sincerity, and 


| motor trucks should register bett@r 


truck dealer and his sale:men must | 


be mentally equipped 


to analyze, | 


fully, the individual needs~of every | 


prospect in the territory. 


The first step in capable man- 


agement is necessarily a complete | 
This | 


up-to-date prospect card file. 
record should carry every scrap of 
pertinent information about the 
prospect's trucking activities—the 
make, age and capacity of trucks in 
use, probabie replacements, haulage 
problems, etc. Armed with this data, 
the sales manager is able to counse] 
his men—to direct their activities in 
a thoroughly intelligent manner, 
This is vital to successful selling. 
Salesmen should be assigned to the 
particular accounts that they can 
best handle by virtue of their inti- 
mate knowledge of certain fields 
Persistency and perseverance are 
two cardinal points which distin- 
guish star salesmen. 

The truck dealer or salesman 
must know the product which he 
Sells thoroughly. He must be able 
to discuss every mechanical feature 
with his customers. He _ should. 
likewise. have as much information 
about his competitors’ trucks as he 
has about his own, and be able to 
make intelligent comparisons. Truck 
Specifications are vital elements in 
determining relative values, and 
must be put co work. The dealer or 
Salesman who does not make use of 
them is not taking advantage of all 
the working tools at his command. 
This modern dealer must have 
knowledge of the capabilities of the 
trucks he is selling in various types 
of haulage. Also, how they compare 
with competitors. 

Above all, he must have an in- 
finite fund of enthusiasm about the 
trucks he sells with which to inspire 
his salesmen and convince his pros- 
pects that he is offering the very 
finest product at the lowest cost to 
the user. 

Then he must be able to show his 
prospect the actual truck he wants. 
Aggressive truck dealers must have 
demonstrators which show several 
body styles. Chassis are excellent 
for floor work, but nothing takes 
the place of an actual demonstra- 
tion with the type of body in which 
the prospect is interested. 

And, too, good service must be as 
carefully considered as any other 
phase of the truck dealer’s activi- 
ties. An adequate shop, competent 
mechanics and ample stock of re- 
pair parts constitute one of the best 
methods known for keeping truck 
customers satisfied with the trucks 
they are operating. Satisfied cus- 


sou ave 


| 


} 


In each company there should be | 
j}as trying 





to sales | 


of putting truck sales on the profit | 


| business 


5 : tee }essential that commercial 
| intelligence in the merchandising of | 





day are discriminating, they size up 
values with a critical eye; they ex- 
pect their full money’s worth, and 
they prefer to do business with con- 


cerns on whose integrity they .can | 


fully depend. 

This is no time for deception. It 
is a mistake, for instance, to as- 
sume that any constructive good 
can be accomplished by selling 
trucks that are unfitted for the 


| work for which they are to be used 


merely because initial investments 
are 


which should be purchased. A two- 


| ton truck, for instance, is not con- 


verted into a three-ton vehicle just 
by arbitrarily rating it as a three- 
tonner. That is just as inconsistent 
to change apricots into 
peaches by changing the label on 
the can. 

This is the time of all times to 
carefully analyze haulage require- 
ments and sell equipment in each 


case that is 100 per cent. adapted | 


to the job. This premotes satis- 
faction and good-will and gives the 
truck merchant a strong hold on the 
future business of his customer. 
Today, honesty 
best policy—it is a good, sound, 
common-sense business policy that 


lower than on the equipment | 


is not only the} 
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| 





pays substantial dividends. It is, in| 


fact, the only policy on which a 
can hope to ultimately 
succeed. 


Another important consideration 


|is—MAINTENANCE, Conditions in 


every line of industry demand that 
there be just as little lost motion 
as possible. It is, therefore, vitally 
haulage 
equipment, which represents such a 
vital factor in modern industry, be 
kept constantly on the job. Break- 


Lops Dollars 
~ Off Maintenance 


clean and effective. 


OU can cut maintenance costs way down, have fewer 
oo lengthen the life of your machines by instal- 
ling Purolator Oil Filters on the engines of your fleet. 

The Purolator keeps oil clean. It removes all the road 
dust, the grit, the sand and the metal scraps that settle in 
the lubricating system. It prevents these substances from 
turning the oil into a cutting, grinding compound that 
quickly wears down moving parts—which causes costly 
repairs and replacements, takes machines off the road. 


New Pump Cleaning Purolator 


The plunger cleaned type of Purolator requires very little 
care. A few strokes on the handle two or three times a week 
keeps the filter element in excellent condition—the oil 


Its action is simple. When the pump handle extending 
through the top of the Purolator case is pulled up, a piston 
forces a stream of filtered oil through the interstices of the 
element in a direction reverse of the normal flow. Thus all 
accumulated dirt and sludge is washed away . . . dropped 


5 


downs cause loss of valuable time, | additions and replacements to their 


interrupted schedules, repair expense 
and general annoyance. All this can 
be largely overcome by the dis- 
tributor who will not only provide 
high-grade service when 4ctually 
needed, but who will educate his 
customers tc adopt a practical plan 
of preventive maintenance—a plan 
that heads off trouble, reduces costs 
and prolongs vehicle life. 

For those who have not already 
done so, now is the time to establish 
service in that dominant position 
which its importance warrants. No 
single factor in truck merchandis- 
ing can do more to promote sales 
than high-grade maintenance. 

The development of  profitabie 
truck sales volume today means 
hard work and long hours. It means 
the exercise of intelligence in Selling 
and it means providing service that 
is beyond even what the truck oper- 
ator has a right to expect. Such 
merchandising will, however, de- 
velop sales. 


Careful Buying 


By MILO D. HERRON, 

Com’! Car Div. Graham- 

Paige Corp. 

The usc of commercial vehicles 
for transportation of merchandice 
is a necessity and not a luxury, and 
a commercial car or truck dealer 
that expects to make a success ol 
sales in 1931 is going to be the one 
who most thoroughly appreciates 
and stuciies the needs and necessities 
of the user, and sells him vehicles 
and eyuvipment that will best serve 
his aeeds. 

Buycrs in 1931 are going to make 


M'g'r. 


| this 


| nomicaliy 


equipment very carefully. They are 
going to be sure that they get full 
value for their dollars. This does 
not, by any means, mean that they 
are going to buy the cheapest ve- 
hicles, but that they are going io 
buy such vehicles as will get them 
the greatest service. 

The salesman that is most familiar 
with the needs and requirements ol 
customer, and sells to him 

that will most eco- 
and satisfactorily mec 
those requirements, is the one the: 
is going to be the most prosperou: 
in 1931 


equipmeni 


Conscientious Salesmanship 
By HARRY A. SMITH 
Sales Manager, La France Republic 
Sales Corporation 

Dealers’ sales tools will need be 
| scientifically operated and on a def- 
inite schedule and working program 
to capitalize on the sale of a stand- 
ard line of commercial units in 
1931. 

Mr. Dealer must, with a fine- 
toothed comb, work his allotted 
territory, interviewing every possi- 
ble truck user, eliminating quickly 
and automatically all but those who 
are capable of buying and paying 
for truck equipment. Upon this 
class he will then cbdncentrate. 





These qualifications must be 
through a thorough analysis of the 
purchaser's net worth, paying habits 
and the stability of the work for 
| which the new unit is intended. 


(Continued on Page 8) 


Adds mileage to busses and trucks 


to the bottom of the case where it may be easily drained. 
Draining once a week is usually sufficient. 


Equipped with Metal Element 


The pump cleaning Purolator is equipped with a large area, 
all metal element. This element cannot rust. Non-shiftable 
filtering slot widths ranging from .003” to .005’’—depend- 
ing upon service conditions—prevent the entrance of all 


damaging substances. 


A Purolator installation is not expensive. It pays its way 
in a very short time. Let us Purolator-equip one of your 
busses on atrial basis. Then you can test Purolator econ- 
omy for yourself. Motor Improvements, Inc., 367 Freling- 


huysen Ave., Newark, N. J. 


THE 


PUROLATOR 


OIL FILTER 
Licensed Under Sweetland Patents 
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ni _ ~ Peppers are indian in Gomend,| they have settled their differences | TREN y Oni ne an 
| s are les | | neir differences, TON DEALERS GET 
May New Truck Sa ie rch re ting In aout he anne, “SPER” SZ" REPORTS ON CONVENTION 


same por ti as new trucks r- : : 
ne proportion as new trucks, pa position to replace their old fleets. 


. e « . | : 
April in South California eet ieee gy ees , “The same is expected for the oil | Trenton, N. J., May 27.—Members 
‘have actually shown a slight profit on industry, which is now undertaking /of the Trenton Automobile Trade 
por: joan lin anmiaaet te See @tine to bring to a close its price war,} Association participated in a busi- 
OS ANGELES, May 27.—New very well. .Service sales are very | poe ee ’ : » |Which has played havoc with all | ness meeting in connection with the 
; ; good | tomary loss usually sustained IN |p anches of the industry. When|serving of a luncheon at the Car- 
New truck sales volume is about | “S¢¢ truck Gepartnents - oe eur |COnditions are stabilized, the oil|teret Club. Reports were received 
nia territory for May have proved | ii.6 came this month as in April,”}, The remarkable aa ot ae companies, too, are expected to be |of the convention of the New Jer- 
to be much better than the previous stated W. E. Farr, assistant ete, _— year is ¢ lat See end | Wack in the market with heavy re-|sey State Automotive Trade Asso- 
manager of the Mack Motor Truck a = les es os ch ‘Our service | Placement orders.” ciation held recently in Asbury 
Company, 2005 South Alameda St Eeeeatt ar ic siininite ales on of last “We are about one or two units | Park. ,.William W. Weinmann, pres- 
truck sales, too, have been gratify- owevel maay ve ‘get — elgg ~a ear. However, this does not really ahead of April, stated oO. H. Fat See the Trenton association, 
r according to most truck dis- he same month last year. We *~ | reflect the actual gain in our service |nest, manages of the Steward Mo- |" 
ang; according . : ' pect June to continue on the Same | ..)- due to the fact that we closely | tor Truck Company, 1606 South San 
tributors, while service sales con- je] as April and May. While used checked ow credit accounts, elimi-|Pedro St We are also ahead of ,;WILL REORGANIZE PACKARD 
gt a — oe truck sales are a See nating poor credit risks and cutting |May last year. We expect Jun to BUFFALO en TORSHUIP 
beavy-duty trucks. Dump trucks oe ant dropping. Service sales é ; out our sixty and ninety day credit, | be better than this month and alsc Buffalo, May 27 Buffalo Pack- 
ina showing the first real activits off a little so. that we have actually shown a better than June, 1930 ; ard distributorship will be taken 
in two years. while trucks for es In May we’ have already sold} sus antial gain in service sales “While used trucks are slightly |over June 1 by Raymond E Cham- 
by lumbe r dealers are also in me twice as Many new trucks as during when these factors are taken into off in price, they are hodling up well] berlain, general Sales manager of 
deman@ than for any period in the | all of April, and we still have several consideration. in sales We have only four on the Packard factory. A new corpo- 
last two vears . davs to go in May,” according to , The lumber industry is coming | hand, so we havent much to offer | ration will be formed to conduct the 
“Mav has been avery fair month Andy Wood, manager of Federal jback into the market for trucks | used truck buyers. Service sale: are business in this territory, which for 
stated George O. Griffin. sales raan- Motor Truck Company of California. “aa vo two years they have | very good; in fact. we are actually | the past ten years has been under 
ager of the Sterling Motor Truck Prospects for June are very good. been engaged in a price wal Now ‘crowded with work the direction of Ralph E. Brown. 
Company of California, 2315 East — . 
Sth St. “May showed an increase 
over April and also a gain over May, 
1930. June looks promising and 
will probably exceed June of last 
year. While used truck sales were 
not as good this month as last 
month, it is not sufficiently off to 
be cause for worry. Probably next | 
month used trucks will take a spurt. | 


LABORATORY TESTS z 7 e Oo % é T ; V i 


IN FLEET OPERATION 


(Continued from Page 4) | 
even more, in order to warrant the 
continuation or _ securing of a 
customer's business One of the c 
methods of doing this is in the : “ 
prevention of accidents. : e 
“Summed up by three words that 
adequately cover the accident ‘ 
ground we have: Education—En- 
gineering—Enforcement. ; 
“Education is taken care of by 2 
the issuance of pamphlets, reminders, . 2 
instructions and meetings where 
much stress is laid on the careful - 
handling of equipment. Education - 


is made more impressive by experi- | 
ence which, unfortunately, many | 
times, is a sad method of gaining 


knowledge. | : 7 
“Engineering. We have safety and | RN 
automotive engineers and _ keen} 


managers who are making a con-| 
stant study of the predominating | 
conditions and incidentally are do- S 
ing marvelous work toward acci- AX ' . 

dent prevention. New safety appli- : % \ A mere touch of the button 
ances are experimented with to 
determine their usefulness in opera- = ° : al is 
ian anak i aiemaee tenaee YY, and... Action!... always posi- 
put in use. : i ‘ 

“Enforcement is brought about by . — \) tive because the Bendix Drive 
just that same term, the enforce- 
ment of all instructions to the point ; is completely automatic in 
of even releasing an employee from 
service if an accident was caused ee . . 
by his direct carelessness. Lesser < its operation... an exclusive 
penalties are supplied for lesser \ : 
forms of breaking discipline, al- Pa a Bendix feature. 
though all are serious enough to ' 
make a decided impression on the 
one committing the act.” 

The motor vehicle service inspec- { a . 
tion report, reproduced here, in- : y I | : 
cludes a careful check on each unit . Ix iold... cranks the engine... 
in the fleet, and is signed by both - AERO fg0 4 
the driver and the inspector. lt 4 Y lets £0; then protects the starter 
contains a space for recommended j 
improvements. 

The inspector not only looks over eRe 
each vehicle under his jurisdiction, or . 
but makes all running inspections ; . operation. 
himself. The general route super- 
intendent checks the inspector's ; e bs 
work and has the ability to analyze. There is a type for every size of car, truck and bus. 
but the authority to report to the 
general manager to change vehicles 
from one location to another. " : 

Mefere Standard installs & vehicle ale ECLIPSE MACHINE COMPANY + ELMIRA, NEW YORK 
it makes a complete detailed study 
of routes and what it costs to do Automobile and Aviation ECLIPSE MACHINE COMPANY, Limited - WALKERVILLE, ONT. 
business under previous types. Then 
it checks the vehicle itself as to de- PRODUCTS (Subsidiaries of Bendix Aviation Corporation) 
sign 22.1 whether it should function Bendix Brakes, Bendix Drive, 


properly when installed. 3 Eclipse Aircraft Starters and 
State laws must also be examined, Generators, Stromberg Car- 

because certain equipment allowed buretors, B-K Vacuum Brake 

in one state is illegal in another. Boosters, Aircraft Propellers, 
Standard of New Jersey spends Bendix - Westinghouse Air : 

approximatcly $400,000 a year on Braking Systems, Marine 

repairs. This does not include Instruments, Scintilla Air- 

money spent for testing equipment, craft Magnetos, Pioneer 


such as brake testers and wheel Instruments, Delco Aircraft 
aligners. There are also device Ignition, Weather Instruments, 


testers, duplicates of those used by Cowdrey Brake Testers and be 

the Bureau of Standards in Wash- other equipment. 

ington. b 
The Central Shop contains elec- tical ° 

trical, welding, paint, blacksmith 

and parts departments, 





truck sales in southern Califor- 


month, and in some instances have 
been better than May, 1930. Used 


re 





Automatically it takes 





from damage in unintended 
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- IRT rv | arryi f its business over high- | 2 
SUPREME COURT REVIEW | ving on of ts business over hish-| WILLARD APRIL SALES 
OF MINNESOTA RULING “2's. sae ater com) "TRIPLE MARCH OUTPUT Ford Sales Up Slightly 


ON CAR CARRIER IS SET Se. cad, naaaies & aentaie a Indianapolis, Ind., May 27.—Aprii | On Pacific Coast i in A pri 


convenience and necessity. business of the Willard Storage 
lashing a\ 9 r 347 - : : - - 
Washington, May 27.—The Su Prior to the complaint of the rail- | Battery C ompany in the Indian- oe . 
preme Court yesterday granted peti- roads, the commission upon advice | apolis district increased 300 pei N EW YORK, May 27.—Retail sales | cent. The rate of de line ir April 
7 . , ars ‘ i } : © § rhe Ss an at of the 
tion of Madden Erothers, Inc.. for a| Of the state attorney general, had/ cent. over March, and May is show- of new Ford passenger cars in W4 somewhat less than tl Of Wa 


+ 43 sereruids ea pri 4 , ling mths of this y 
held that the corporation was a pri-| jing still more activity it was re- — preceaing m¢ 7 
Pe . = a : 7 he three states on the Pacific f we 
vate carrier and did not require a|ported at the annual meeting of t a California reported Ford 1 


: ertificate Indians istributors and deal of 
Court of United States for the Dis-, ‘ 7 M ao a aan a ve sid } ty : crease over the preceding month against 4,434 in the pri 
j i j iti ’ tn ymmpany hneia nere ’ 
trict of Minnesota, in petitioner’: : ° but continued to run’ sharply be- month. a gain of less than 


suit against the railroad and ware- CHRYSLER DISTRIBUTOR More than 100 Willard repre enta-'| low a year ago. cent.,.and comparing with 8115 ¢ 
house commission of Minnesota A ; ° tives atvena@ec U meeting, whlch Combined registrations { ' vear ago {ff 32 pe en For the 
Madden Brothers is engaged in LOUISIANA TRADE HEAD waS aqaaresse¢ ) factory officials Fords in the three states of Cali first ur months of | ar, lord 
the business of transporting auto- N. G, Wolf, India lis. district | fornia. Oregon and Washinet« il ale n this sta taled 18,813, as 
mobiles as a private carrier from New Orleans, La., May 27 iL a) manager, presia and T. Cre: April were 6,948, as against ri again 29,908 a year ago, off 37 per 
the plants of the manufacturers meeting of the Automotive Trades | well of the Inland Bat y and Elec bined sale of 6,771 in March 
within and without Minnesota to Association of Louisiana, held in| tric Company iliard distributor | pain of 2.5 per cent., and compar- 1 yra’s 1 trations in 
certain wholesale and retail deale1 this city, George W. Stem, local! here, was in charge of entertain- | jng with 11,835 in the correspon¢ ing | / ril wer 3. 3 against 460 in 
and distributors in Minnesota. Wis- Chrysler distributor, was elected; ment month of last year, a falling off | March, 1 | per cent., and com- 
consin and Iowa. president of the association Mr C. C. Andrews, Willard advertising | of 41 per cent par i 05 in April of last 
Upon complaint of railroads, the Stem, one of the pioneers in Louisi- | manager; B. A. Broughton, assistant | For the first four months of the a decline oi 60 per cent. For 
railroad and warehouse commission | ana’s automotive alifairs, succeeds’ sales manager, and C. F. Garhan,)| year. Ford sales in these states ag- | lirst four months of the year, 
held Madden Brothers to be a com- | Paul H. Maloney, who recently was| experimental engineer, all from the | gregated 23.547. as compared wit! rd sales in Oregon totaled 1,908, 
mon carrier, and ordered the cor- | elected to Congress from the second| company’s main offices at Cleve- | 40,596 in the corresponding period | aS against 3,969 last year in the 
poration to desist from further district of Louisiana land, were other speakers ‘of last year, a decline of 43 per | Same period, a falling off of 52 per 
- cent 
Ford sales in Washington in April 
were 868, as compared with 877 in 
| the preceding month, up less than 1 
| per cent., and comparing with 2,2:.?, 
|a year ago, off 60 per cent. For the 
first four months of the year, Ford 
sales in Washington aggregated 
| 2,826, as against 6,659 a year ago, a 
decline of 57 per cent 
|} Here are tne new Ford registra- 
tions in the three states for this 
year, as compared with last 
CALIFORNIA 
1931 





writ of mandamus against Joseph 


W. Molyneaux, judge of District Coast in April showed a slight in- | tions in April amounting to 


OREGO* 


1.119 
958 
1.505 


, 969 


1,190 

997 

2,257 

868 2,215 


Totals 2,826 6.659 


| 5,000 SERVICE STATIONS 
i N S TO ? P| N G MAINTAINED BY DODGE 
| THROUGH UNITED STATES 
Detro.t, Mich., May 27.—With the 
addition of 122 new dealers to its 
| distributing organization since the 
| first ot the year, Dodge Brothers 
|has provided owners with facilities 
— ‘ ; for service at approximately 5,000 
makes sure of that; multiplies an easy aie pendable; facts which, when demonstrated, | stations in the United States. 
7 i] | f TT | According to A. vanDerZee, gen-. 
: s i Pe. act Migntl and hetipiu on Car sales. |}eral sales manager for Dodge, ai- 
pressure to a powerful stopping force react £ t y I y “ | most one-third of these new dealers 


| 


|} are located in the New York region, 


BENDIX BRAKE COMPANY. SOUTH BEND, INDIANA | — a SS ee 


- | 


Always positive... quick... smooth action Bendix Brakes are simple... efficient... 


with Bendix Brakes~ Bendix ‘‘Servo’’ mechanically sturdy . . . mechanically de- 


In 
(Subsidiary of Bendix Aviation Corporation) ‘ vf | sylvania. Virginia, Maryland, Dela- 
° | ware, New Jersey, Connecticut, 
| Rhode Island, Massachusetts, New 
ee ee : . at: | Hampshire , Vermont, Maine and 
‘ests PLS | the District of Columbia 

. a é 7-3 yA The next greatest addition was in 
B 3 | D } yA the Detroit region, with twenty- 
seven new dealers signing under the 
Dodge banner since the Ist of Janu- 
ary. San Francisco was third with 
twenty, the remainder being scat- 
tered throughout the regions cen- 
tered in Chicago, Kansas City, 

Dallas, Atlanta and St. Louis. 

“All have expressed theniselves as 
being particularly pleased with our 
franchise and with the possibilities 
that exist in the new Dodge Six 
and Eight,’ Mr. vanDerZee said in 
conclusion, “and I believe that our 
continued sales increase since the 
lst of January, can be attributed in 
no small measure to the enthusiasm 


of these new representatives.” 


NEW CAR LAUNDRY 

Newark, N. J., May 27.—Adolphis 
E. Thums has leased for a term of 
years a two-story building at 398-400 
Broadway, and will open an auto- 
mobile laundry on the first floor, 
using the second floor for offices. 
The lease carries an option to pur- 
chase 


OCCUPIES LARGER QUARTERS 

Buffalo, May 27.—The Sterling 
Automotive Products Corporation 
has moved from 368 Massachusetts 
Ave. to larger quarters at 37 Frank- 
lin St. Plans are being made for 
increased production, according to L, 
Schmitt, president. 


PRODUCTS 


and AVIATION 
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AUTOMOTIVE DAIL 


Necessary 


Intelligent Sales Direction. 


to Sell Truck 


(Continued from Page 5) 


As vital as the sale itself is the | 
required down payment, together | 
with the definite assurance that the 
work allotted to the unit after pur- 
chase will produce sufficient reve- 
nue to adequately take care of the 
deferred monthly payments. 

It is assumed that dealers who 
are wisely merchandising will sell | 
and provide purchasers with units 
with pay-load capacities to conform 
with their own and adjacent road 
and load laws, together with the 
fact that in his concentration pro- 
gram seasonal prospects will be} 
worked during the period of the 
year when their truck purchases are 
made. 

Cash transactions, which are al- 
ways highly competitive and super- 
competitive in 1931, must be handled 
with maximum sales ability and 
skill. The proper inducement by 
way of savings must be placed in| 
the picture, keeping within the 
lines of good truck business, but | 
not overlooking the fact that the| 
eash dollar has real buying power. 


THE 


| tive buyérs. 
| made by going out and developing 


His limit of sales possibilities in 
1931 depend only on the dealer's 
ability to go out in his territory and 
produce possible, qualified, prospec- 
Sales for 1931 are being 


the prospect, for purchasers are not 
circulating or shopping for trucks 
as in previous years. Adequate 


sales possibilities are to be found; | 


the replacement field is fertile, in 
addition to fleet expansion and new 
users. 

It has always been a sound and 
wise truck merchandising policy to 
analyze thoroughly the work allotted 
for a particular unit, selling proper 
Sizes and specifications to insure 
uninterrupted performance and low 
tonnage per mile costs. This point 
is extremely vital during 1931, be- 
cause of the necessity to produce the 
maximum and the limited amount 
of hauling work available. 

The 1931 dealer’s balance sheet 
with the present outlook, will be in 





centrates on the right clientele; 
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| tation equipment. 


| assets to a dealer on the sale of| 
|commercial equipment. 


Y NEWS, THURSDAY,. 


uses sound, sane, conscientious sales- 
manship, backed by every ounce of 
| tact and ability; confines his efforts 
|to only buyers who are qualified to 
meet commitments, and backs the 
peccwna of sales with an adequate 
| service program. 

Nineteen thirty-one truck dealers 
with a 1931 truck merchandising 
program will show progress and 
profit. 


Service Big Asset 


By R. E. SHRIDER 
Sales Manager Gramm 
Motors, Inc, 


The merchandising of commercial 
vehicles today has become a real 
| business. It is not just a matter 
of taking the customer's order, for 
|}a Salesman must prove that his 


| equipment is more adaptable to the 
customer's needs and will earn ad- 
ditional profit. To do this it is 
|necessary that the salesman be 
| versed in truck operation and know 
jevery phase of the customer's 
| transportation problems. In fact, 
he should be more’ thoroughly 
versed with the customer's needs 
than the customer himself. In this 
way he can secure the customer’s 
confidence, which is one of the es- 
| sential features in selling transpor- 
Today the cus- 
|} tomer must be shown that new 
|; equipment must be a money saver, 
| for under present conditions the 
customer will not buy new equip- 
ment unless absolutely necessary or 
unless it can be proved that he can | 
greatly increase his earnings. 
Service is also one of the greatest | 


The writer | 
has known” many cases where in- 
ferior equipmyrnt is sold due to the 
fact that the dealer is in position | 
to give prompt and adequate serv- 
ice as it is very important that the 
truck be on the road continually, 
| for the general public today is buy- 
| ing in smaller quantities and keep- 
| ing smaller inventories, which means 
| that they must have prompt de- 
liveries. Therefore, it 





is essential | 
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MA 
cannot make deliveries, he not only 
has to hire equipment at a long 
price but also runs the risk of losing 
his customers. 

With these points in mind, it be- 
hooves the dealer to make an in- 
tense study of today’s transportation 
needs, for without a doubt the trans- 
portation problems are changing so 
fast that it is necessary for a dealer 
to be constantly on his toes and 
be able to talk intelligently to the 
| customer. 

The slogan of Gramm Motors, Inc. 
iis to “fit the truck to the business 
|}are not the business to the truck, 
|and you will have a satisfied cus- 
tomer and continually secure re- 
peat business,” 


RAIL, BUS LINES UNITED 


Chicago, May 27.—Co-ordination 
of rail and bus traffic by the 
Missouri Pacific lines is announced 
by President L. M. Baldwin, who 
| makes known that P. J. Neff, his as- 
| sistant, will henceforth be in charge 
of both train and motor coach 
traffic operations. Mr. Neff will 
have the titles of vice-president and 
general manager of the Missouri 
Pacific Transportation Company, 
the bus subsidiary, and assistant 
vice-president in charge of pas- 
senger traffic for the railroad. 

According to Mr. Neff, the rail- 
road will make ‘a determined effort 
to put a stop to passenger traffic 
losses by completely co-ordinating 
all passenger-carrying facilities of 
all its lines.” 





BALDWIN NEW USED TRUCK 
HEAD FOR NATIONAL MOTORS 


Newark, N. J., May 27.—William 
Baldwin of Newark, formerly used 
truck manager of the New Jersey 
Autocar Company, has been ap- 
pointed used truck manager of 
National Motors Manufacturing 
Company, Irvington, builder of 
Day-Elder trucks and buses, by F. 
T. Macrae, president. William Sher- 


| fifteen years in the truck business, 
and G. E. Taylor, also of East 





| for the dealer to stress the service 


tomer’s truck breaks down and he 





Engineers, prod 
officials who att 


| a 2 
| Orange, have joined the retail sales 


| angle, for in the event that the cus-' department under W. S. Hill, gen- | 


eral sales manager. 
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| Galva, IL, May 27.—The Hayes 
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BY MISSOURI PACIFIC: 


iden of East Orange, a veteran of | 


[DECISION OF U. S. 


COURT IN PUROLATOR 
PATENTS DEFINED 


Newark, N. J., May 27.—In con- 
nection with the recent decision of 
the United States Circuit Court of 
Appeals for the sixth district, in 
the suit of Motor Improvements, 
Inc., of this city against the A. C, 
Spark Plug Company, claiming in- 
fringement of patents embodied in 
the design of the Purolator, J. A. 
Graham, President of Motor Im- 
provements today stated: 

“A recent decision of the Sixth 
United States Circuit Court of Ap- 
peals sustains the contention of 
Motor Improvements, Inc., that cer- 
tain patents under which its Puro- 
lator Oil Filter is manufactured and 
sold are being infringed by the A. 
Cc. Oil Filter, manufactured and 
sold by A. C, Spark Plug Company, 
a wholly owned subsidiary of Gen. 
eral Motors Corporation. 

“Tis: decision points out that 
early in 1924 General Motors Re- 
search Corporation secured samples 
of Purolators from Motor Improve- 
ments, and after extended tests 
General Motors negotiated for their 
purchase in large quantities and 
sudsequently adopted them as stan- 
dard equipment on Buick, Oakland 
and Cadillac cars. 

“Purchases continued for more 
than a year, during which time 
General Motors widely advertised 
the fact that these cars were Puro- 
lator equipped. 

“In the fall of 1926, however, Gen- 
eral Motors through the A. C. Spark 
Plug Company began the manu- 
facture of an oil filter which, the 
court has held, embraced Purolator’s 
patented and protected principle— 
viz, the development of a large fil- 
tration area enclosed in a casing 
small enough to be conveniently 
attached to an automobile engine. 

“Purchases from Motor Improve- 
ments thereafter ceased and that 
company subsequently sued for dam- 
ages already incurred and for pro- 
tection against a further infringe- 
ment of its patents. 

“The court has granted the relief 





asked for in each instance. The 
opinion denies a proprietorship in 
some of the claims originally con- 
tended for, but sets up the validity 
of the basic principles of the Sweet- 
land Patents, and supports its de- 
cision with a detailed discussion of 
the prior arts. 

“Oil Filters are now standard 
equipment on practically all auto- 
mobiles except those in the very 
low price range, and the decision is 
of considerable importance to the 
manufacturing companies involved.” 


NEW FIRM ORGANIZED 
TO ACQUIRE HAYES PUMP 


Equipment Company has been in- 
corporated with $300,000 capital by 
Burrell Barash, president; H. E, 
Anthony and S. A. Griffiths, Gales- 
burg, and F. R. Putnam. Galva. 

Mr. Griffiths, who has been in 
charge of the foundry at the Hayes 
Pump and Planter factory several 
months, stated that the new cor- 
poration has option to purchase the 
entire plant holdings and unless the 
contract is closed by June 30, all 
activities at the plant will suspend 
on that date. 

The new concern proposes to con- 
tinve the manufacture of pumps 
and sprayers and engage in com- 
mercial foundry work. The Hayes 
plant was located here in 1886 by 
K. E. Hayes. inventor of the check 
row corn planter. The property 
three years ago was sold to the Vul- 
can Plow Company, Evansville, Ind., 
subsidiary of Farm Tools, Inc., 
Mansfield, O. 


NEW DISTRIBUTORSHIPS 
ESTABLISHED BY RUSCO 


Middletown, Conn., May 27.—The 
Russell Manufacturing Company, 
manufacturer of Rusco brake lin- 
ings, announces the appointment of 
the following new distributors 
handling the entire Rusco line in 
the Southwestern territory. 

Auto Brake Parts Company, 1308 
McKinney Ave., Dallas, Tex.; Rusco 
Products Company, 2040-42 Broad- 
way, Denver, Col. The Fiske Leavitt 
Company, 640 Pleasant St., Beloit, 
Wis., was also recently appointed as 
distributor for all Rusco products, 


is? 








peer 


Motor Car Company branch in this 
eity, first as branch manager and 
later as manager of the corporation 
sales division. 

Other additions to the Sterling 
sales personnel here include Paul B. 
Powell and James F. Holleran, both 
| of whom have been identified with 

the local motor truck trade for a 
number of years. 


|RAIL-MOTOR EQUALITY 
URGED IN RESOLUTION 


May 27 








| STAEHLING APPOINTED 
STERLING TRUCK HEAD 
IN ILLINOIS TERRITORY 


Chicago, May 27.—H. O. Staehling 
has been appointed vice-president 
and general manager of the Sterling 


| r betes 
either be called on the telephone, | Motor Truck Company of Illinois, it 
was announced today. He has been 


or a personal call may be made on | 
him, whichever seems advisable or with the Sterlin ‘ hoon al . 
° ae e ’ 2 Ste g organization for 
Show Fine Profits by Anticipating Owner Needs expedient. Whenever Mr. Schaeff! rrieen years and during the past 


expedient. Whenever Mr. Schaeff | 
owner to keep it well lubricated. On | twelve years has been vice-president 
the front of the garage building | and general manager of the Ster- 
close to the gas and greasing stand, | im& Motor Truck Company, Inc., of 
is a blackboard sign which reads: | Philadelphia. 

e om reas H. C. Allison, whom Mr. 


DRIVE IN succeeds in Chicago, has_ been 
HAVE YOUR CAR GREASED named vice-president and general | 
FREE | manager of the Sterling organiza- 

WITH EVERY tion in New York. 
OIL CHANGE | Mr. Staehling makes known the 
TRANSMISSION—REAR appointment of B. P. Bates as man- 
BATTERY ager of the Chicago corporation | 
INSPECTED sales department. Before joining | 
er : . ee the Sterling forces Mr. Bates was 
oui ae oa chee whats associated with the Diamond T 

| he has been advised to do at each | ; 

1/500 to 1,000 miles of operation, he | for Brockway 


Brockway Dealer Builds is Up S Sa les 
By Close Contact With Prospects 


—— ® 


Record of Riverside Chea Norristown, Pa., Wins 
Plaudits at District Sales Meeting—Scheff Brothers 





HEN the spring meeting and luncheon of the Brock- A reso« 
way Motor Truck Corporation for the Philadelphia 
district was held in the Quaker City, not long ago, the 
remarkable record of the Brockway dealer in Norristown, 
Montgomery county, Pa., which is the Riverside Garage 
organization conducted in partnership by the three Shaeff 
brothers, Charles B., George F. and Horace I., came in for 
much favorable comment. This dealership, located on East 
Main Street, notwithstanding the general business depres- 
sion, made a gross profit on truck sales, during 1930, of 
22, per cent. and grossed $13,000 in service alone. 
Norristo..n, within its corporate ’ 
limits, has a population of approxi- ,it is necessary for us to sell them | 
mately 40,000 and the territory cov- just the right truck for their par-|has his chassis lubricated free of | | appear to be about “all in,” and fol- 


ered by the dealer comprises the a eee : See ag on 7 ie — is| lows them up to buy a ne . 
most populous half of Montgomery | gh specification e fresh oil put in after drain- | This in connection with the check- 


Dunham, N, C., 
lution urging that commerci: 
|tor transportation, passengei 
| freight, be placed on the sams 
as railroads was laid before the an- 
nual convention of the Carolina 
Travelers Protective Association. 

Other resolutions introduced called 
|for rigid enforcement of all auto- 
|mobile laws, particularly those 
j}aimed at drunken drivers, and tor 
adequate supervision of hotels, cafes 
and tourists’ camps. 

W. S. Murchison of Raleigh, 
| tional president, spoke at the morn- 
ing session, iauding the association's 
progress. It now has 10,000 mem-* + 
bers in this state 


] mo- 
and 


basis 


Staehling 





na- 


owners’ trucks that 


CLASSIFIED ADVERTISEMENTS 


: sheets without the purchaser even | ing. ing of records, helps considerably to | 
county, wherein reside some 150,000 keep the sales of new units going | 
persons. In this comparatively small forward. 
area, with a limited population, the 
Riverside Garage sells and delivers, 
on an average, twenty heavy-duty 
trucks a year; but it has sold within 
a single favorable year, namely, 1925, 
as many as thirty-five heavy-duty 
units and grossed in service alone, 
in another good year, for example, 
1920, as large an amount as $20,000. | 

Nineteen heavy-duty trucks were 
sold and delivered in 1930: The 
present year has started out with 
very brisk business in service and 
repairs, but thus far has brought 
forth lighter saies in trucks 
Jast year. How new and used trucks 
are sold and the service end of the 
business promoted is worth reccunt- 
ing. 

The Riverside Garage has sold 
Brockway trucks in the territory for 
the last nine years. Charles B. 
Schaeff is general manager in 
charge of truck sales—in fact, he 
personally does all the selling of 
new and used units. George F. 
Schaeff is in charge of the general 
shop work, which is much diversi- 
fied, an@ Horace I. Schaeff super- 
vises all mechanical operations. The 
brothers employ five men in the 
shop and four in the gasoline, lubri- 


cation and inspection division, which | 


occupies a_ sizable _ single - story 


garage on the front of the lot, out- 


side of which building is full pump 


and other equipment for the work. | 
A second ana much larger two-story | 


structure in the rear houses the 
shops of various kinds maintained 
and both new and used truck units. 
The depariments consist of the fol- 
lowing: 

New and used truck sales, truck 
service and repairs, genera] garage 
business; passenger car service and 
shop repairs; varnish painting and 
Jacquering for trucks and passenger 
cars, commercial body building, 
building special fire apparatus jobs 
to order, sheet metal work and| 
twenty -four-hour road _ service, 


seven days a week, covering both | 


mechanical repairs and 
towing. The concern uses a stand- 
ard Brockway service car, with 
mounted crane for this work and 


roadsice 


does much rebuilding of wrecks and | 


engine rebuilding. 
Charles B. Schaeff keeps in very 
close contact with Brockway own- 


ers and with prospects, and obtains | 


many repeat orders. He ascribes 
most of the dealership’s success in 
making profits on trucks to its rigid 
policy of sticking to the list price 
in sales, and in not throwing money 
away in cash discounts when there 
is no accompanying trade-in trans- 
action, and in not making an un- 
reasonably large allowance on an 
exchange truck when there is a trad- 
ing proposition. 

He says he has stiff competition 
from some truck dealers who are 
willing to give big exchange allow- 
ance, and who do not adhere to their 
list prices. In his own case he is 
extremely careful, after appraising 
an exchange truck, not to make 
more of an allowance for it than it 
will be sure to bring at resale 

“I sell most of our trucks direct 
from the factory specification 
sheets,” says Mr. Schaeff, 
happens not only in the case of re- 
peat crders, but in 
as well. We have the confidence of 
Our customers and they realize that 


than | 


“and this | 


initial orders, | 


looking at the model, or requesting 
to see it before giving the order. I 
| study closely the needs of each pros- 
'pect, so he will be sure to get the 
truck mode) that will do his work 
most efficiently and economicaily.” 

Truck sales are made among such 
classifications of business, for ex- 
, ample as dairy, coal and express 
| companies, fire departments for spe- 
cial apnaratus jobs, as well as con- 
| cerns that haul for department 
| Stores ana various industries and 
;commercial enterprises for hire, and 
repeat 
lare frequent, numbers purchasing a 
second, third and fourth truck in 
successl9n at fairly short intervals. 
The cealer has not found it neces- 
sary, under ordinary circumstances, 
;}to keep more than two or three 
| truck mcdels on hand, as he is able 
jto »btain quick service from the 
factory branch, preferring to let it 
/carry the stock. 

Mr. Schaeff makes a number of 
personal calls, two or three days 
out of each week, on both owners 
; and prospects, until he has covered 
the territory quite thoroughly. Then 
| he is ready to begin all over again. 
; One other way of keeping in close 
| contact with Brockway truck owners 
is the fact that he gets the service 
and repair work on their passenger 
cars, aS well as on their trucks, 
which, of course, means that they 
enter his shop often. On such oc- 
casions, he inquires not only about 
| their service needs, but also asks if 
| they know of any friend or ac- 
| Quaintance who is a likely prospect 

‘for a truck, either new or used. 
| Owners’ truck records as filed 
are constantly being reviewed and 
| checked by Mr. Schaeff, so that he 
will know therefrom the logical 
time to see them about buying a 
|new unit and this practice also is 
| seated in determining when to 
prompt them about service and re- 
| pairs, as noted from the date of 
| their last coming to the shop with 
the vehicle. An owner may be 
either called on the telephone, or 
seen personally in such a case, but 
a contact of one kind or the other 
is certain to be made at the proper 
time. 

By keeping close tab on the con- 
dition of an owner's truck when he 
brings it into the garage, when he 
| passes by it, or when he is called 
upon and his truck inspected, Mr. 
| Schaeff knows just when to ap- 
proach him on the subject of having 
his truck retouched with paint, and 
at such times he often gets 
chanical repair business as well, as 
the owner appreciates then is a 
good time to have this work attended 
to, while the truck 
for a certain length of 
way. The service 
of the garage, at the 

cation stand, have 
observe, while attending 
duties, whether 
chanical repairs or adjustment. If 
they find it does, they immediately 


time, 
gas and lJubri- 


to 


call it to the owner's attention and | 
the dealer usually get the work out- | 


right. 

| Post cards on service 
to owners every month. 
the first card is sent, 
does not respond in ten days, 


are mailed 

If, after 
the owner 
an- 


other card is mailed and if he does | 
not bring in his truck within fifteen | 


third card goes 
the owner 


'days thereafter, a 
out. After that, 


Mr. Schaeff keeps on the lookout 


sales among such as these | 


me- | 


is in the shop | 
any- | 
men out in front | 


a n trained to} 
their 
a truck needs me- | 





may 


IN THE AUTOMOTIVE DAILY 


While going about the territory, | 
NEWS BRING RESULTS 





AGAIN-the greatest 
ransportation story 


ever told! 


The 21st Annual White Roll Call this year lists 
1,483 of the Country’s Foreiwusce owners operating 
50,481 White trucks and busses in Fleets of 10 or more. 


And not listed are tens of thousands of additional 
owners operating fleets of less than 10, or single 
Whites. 


The White Roll Call is published each year for 
the guidance of today’s and tomorrow’s truck buyers. 
The complete list with number of Whites owned is 
now published in book form. Every business man who 
has use for one truck or a fleet should read the White 
Roll Call Book. Write the White branch or dealer in 
your city or to The White Company in Cleveland for 
a copy of this book. 


No other truck or bus manufacturer has ever pub- 
lished such a volume of evidence of uninterrupted, 
profit-building service—no. other manufacturer can. 


THE WHITE COMPANY, CLEVELAND 


WHITE TRUCKS 


BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


A COMPLETE LINE OF TRUCKS AND BUSSES 
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| Production -- Engineering -- Factory - 


Pertinent Features of 


Modern Truck | Brakes 


By H. D. HUKIELL 


Bendix Brake Company, South 
Bend, ind. 
Today the major question in truck 
braking is to find sufficient space 


to accommodate brakes of the prop- | 


er size. The picture has changed 
completely in the past five years. 
Then the front brakes with their 
problems of control had not made 
an appearance on trucks. Frames 
were narrow—36 to 40 inches in di- 
ameter, and solid tires were com- 
mon—if pneumatic tires were used 
they were of the small section, 
pressure type, with rim diameters 
never less than 24 inches. Slow 
speed four-cylinder engines were 
used for motive power, with a gov- 
erned vehicle speed of twelve to 
wefteen miles per hour in high gear, 
and, from the traffic standpoint, 
brake service was not severe. 

Contrast this with today’s condi- 
tions. Tire base diameters have been 
reduced to 20 inches, and at least 
one manufacturer has recently in- 
troduced a 15-inch base tire on a 
17-passenger bus job. Large section 
dual balloons are used almost ex- 
clusively, frames are wider, springs 
are wider, and, generally speaking, 
braking requirements have been in- 
creased tenfold; yet the entire chas- 
sis must be held within legally pre- 
scribed width limits. It has been 
jokingly said that the hub cap is 
the only space left for the brake 
mounting, and a combination brake 
and hub cap offers the final solu- 
tion 

The modern transport truck with 
its 100-150 h. p. engine is capable of 
a sustained road speed of 50 m. p. h. 


These trucks can make emergency | 
|and brake 


stops eight to ten times as fast as 
they can accelerate; that is, 
top speed the truck can be stopped 
in one-eighth of the distance re- 
quired to reach that speed from a 
standing start. In other words, the 
brakes may be called upon to do 
eight times the work of the engine, 


high | 


from | 


| absorbing up to 1,000 h. p. in a single | 
}emergency stop, 


Trucks today also 
keep their place in the _ traffic 
stream and brakes are called upon 
for many more stops per hour than 
formerly. 

The rapidly growing use of trail- 


ers introduces still another problem. | 
|Many trailers have no brakes 


inadequate brakes improperly syn- 
chronized with the 


truck braking system. 
toward compulsory braking on trail- 


ers has been growing very rapidly | 


this year several additional 
have included this feature in 
their motor vehicle laws. Trailer | 
manufacturers and the builders of | 
six-wheel attachment units for field | 
installation have been quick 


and 
states 


as 
Any 


units are offered with brakes 
standard factory equipment. 


|units sold without brakes are de- 
|signed to permit brake installation 


in the field without difficulty 


Brake development has _ neces- 


sarily been very rapid to keep pace} 


with changing conditions and yes- 
terday’s equipment cannot 
quately fulfill tomorrow's require- 
ments. Linings have been greatly 


improved even in the face of more | 


severe operating conditions. Three 


years ago who had heard of a lining | 


that would stand up under working 
pressures of 500 lb. per sq. in.? 
Power brakes or, more properly, | 
power operating systems are now} 
universally accepted and_ today’s 
leviathans of the highway represent 
the last word in safety, economic 
performance and convenience for 
the operator. Both 
manufacturers may be 
justly proud that they are keeping 
pace with the ever more 
demands of highway transport. 


NEW EQUIPMENT SHOP 


Buffalo, N. Y., May 27.—The 
Grant Service Garage has been es- 


or | 


truck brakes, | 
imposing additional burdens on the | 
The trend) 


to} 
recognize this condition and today | 
| practically all trailers and six-wheel 


ade- | 


truck builders | 


exacting | 


LYONS DEVELOPS NEW 


| 
| 


! 





| 
LYONS wash rack cabinet 
A new wash rack equipment cabi- 
inet, designed in co-operation with 
the service engineers of several au- 
tomobile manufacturers and used in 
| their factory “Ideal Service Station 
| Display” is now offered by Lyon 
| Metal Products, Inc., Aurora, Il. 

It has special compartments for 
)}every item used by the car washer. 
The two top compartments for clean 
and soiled washing cloths are cov- 
}ered with sloping drop doors, and 
fitted with water-tight bottom trays 
to protect contents of lower cabinet. 

Doors have a three-point locking 
| mechanism and flat key locks. The 
‘cabinet is 24 inches wide, 12 inches 


deep, and 48 inches high, and fin-,| 


lished in green baked enamel. The! 


| price is $14.50. 


tablished in Grant Street as a part- 
nership between Jasper James, 26 
| Lafayette Ave, and Francis M. 
Shaul, 80 Auburn Ave. The new 
concern will install a quantity of 
new shop equipment, offer a com- 
| plete repair service and also oper- 
ate a general one-stop super-service 
Station, handling a line of acces- 
sories. 


WASH RACK CABINET 


|}do not indicate any stress or 


| assembly 
gears employed are larger in pitch | 


‘into 


By 


The following, in part, is the sec- 
|a paper presented before a recent | 
meeting Indianapolis Section, So- 
ciety of Automotive Engineers, In- 
dianapolis, Ind. 

Other engines of interest are the 
“paired” assemblies of the Sampson, 
|Gauss and Coleman cars. The Samp- 
;son ran last 
| known to all present. 
| most 
| sembly 
couples 
; These 





gear train 
the two engines together. 
gears are of 6'% inch pitch 
diameter and their pitch line 
lcity is, therefore, very high and 
| satisfactory operation would hardly 
be expected, yet, I have examined 
the gears in this engine and they 
wear, 
despite probabiy more than 2,000,000 
revolutions. The layout of the 
is quite similar, but the 


is the 


coarser pitch and are 
cut rather than ground. The lay- 
out of the Coleman assembly is 
quite different as the engines drive 
the back of a_ transmission 
through gears that appear to be of | 
much smaller pitch diameter than 
those of either the Sampson or the 
Gauss. 

One engine that should receive 
watchful attention is that of the) 
Marr Special, due to its being lub- | 


diameter, of 


‘ricated entirely by the splash sys- 


tem. I understand that there are 
no direct oil leads to any bearing 
in this engine. A short time ago I 
would have thought that the man 
who tried to run a splash system at 
| the Speedway was a bit “off,” but 
recent testing has demonstrated that 
the limitations of this system are | 


| ond and concluding installment of | 


year and is doubtless | “T 
I believe the | 
interesting detail of this as- | 
which | 


velo- | “ 


FAuss | 


New Race Cars 


LEE OLDFIELD 
Consulting Engineer, Merz Engineering Co., 


Indianapolis, Ind, 


(the Speedway during the past year, 
|splash lubricated engines have not 
suffered by comparison with engines 
having partial or full pressure sys- 
items, and it seems possible that the 
simpler system may have quite defi- 
nite advantages. In this connection, 
I wish to say that I am advised 
| that the Bobby Special, having Ford 
’ rods and shaft and the stand- 
ard splash lubricating system plus 
an enlarged oil pick-up scoop, raced 
on the coast during the past season 
|/with engine speeds as high as 5,400 
r.p.m. without bearmg failure. An 
A” Ford with standard rods and 
shaft and the stand splash system, 
| but an enlarged circulating pump, 
|is reported to have gone through 
| the same racing season without 
|bearing failure with engine speeds 
'as high as 4,200 r.p.m. 

Attention is called to the fair cer- 
tainty that none of the approxi- 
mately stock engines used, have an 
output of more than 150 b.hup. at 
j any speed and all the cars in which 
| these engines are used are big, both 
;as to size and weight, yet some of 
| these cars are really fast and will 
| not be overshadowed by the special 
; race cars which are reputed to have 
| as much as 300 b.h.p. This calls 
ito mind the thought carried by 
so many for years to the effect that 
| the term “horse power,” as used in 

speaking of a toreign-built engine, 
meant something quite different 
|than it did when used in connec- 
}tion with American-built engines. 
;I suspect that there is truly a con- 
;Siderable difference between the 
|kind of horse power obtained and 
|reported by the engine builders and 
that reported by race car builders. 

I was surprised last year when 


not as clearly defined as most of Us | 


thought. 


In the several test runs made at | 


Cumulative New Comuneveial Car Registration Siatintics. 


Returns for today: Georgia, Indiana, Massachusetts, Nebraska, New Jersey, Pennsylvania and Vermont 


Figures in this table are from R. L. 


Polk & Co. of Detroit, with the exception of Hllinois, 


which are furnished by the New Jersey Motor List Co., New Car Division, 


of our subscribers. 


(Commercial car registrations do not include busses. 
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Arizona 
Arkansas 
Calif, 
Conn, 
Delaware 
Florida 
Georgia 
Idaho 
Iinois 
Indiana 
Maryland 
Mass, 
Mian. 
Missouri 
Montana 
Nebraska 
Nevada 


N. Hamp. 


Nor. Dak. | 
\ Chio 
Oregon 
Penna, 
Rho. Isl. 
Sou. Car. 
S. Dakota 
Utah 
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§ vast’ ton | | 
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D.of C. | 10, #1 
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which are supplied by the Robinson Advertising Service, Springfield, Il., 
Some of this data has been published previously, but it is given here complete for the convenience 
Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. 

Comparative figures for April, 1930, will be found on Page 11 
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(Continued on Page I1) 


April, 1931 


and New Jersey, 


In this table are 34 states and the District of Columbia. 


| 


States 


laneous 


| 
| 
| 
| 


Miscel- 


440 Alabama 
107 Arizona 
315 Arkansas _ 
2137 Calif. 
694 Conn. 
_ 133\Delaware 
428 Florida 
480 Georgia 
161Idaho 
1775 Mlinois 
1229 Indiana 
563 Maryland 
1709|Mass. 
1060, Minn. 
1174 Missouri _ 
~ 210 Montana _ 
545 Nebraska _ 
84 Nevada 
336.N. Hamp. 
1401'N. Jersey 
_622 Nor. Car. 
~ 254.N. ‘Dakota 
1847, Ohio 7s 
366 Oregon 
2464 Penna, 
219 Rb. Island 
365'S. Carolina 
~ 1988. Dakota 
201'Utah © 
223 Vermont 
~~ 618, Virginia 
~ 477, Wash'ton | 
444,West Va. 
~ 945, Wisconsin 
~ 253\Dis. of Col. 
24477, Totals 


476: 
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Pertinent Features of 





New Race Cars 


(Continued from Page 16) 


the cars came in and no one showed 
up with a cycle engine 
despite the extremely favorable con- 
ditions of the entry qualifications, 
and I am again surprised at there 
being but one such entry this year 
I do not believe that you ap- 
preciate the opportunity which you 
are allowing to pass. I have fol- 
lowed two-stroke engine work for 
Many years and have met very few 


two-stroke 


who know anything about them 
who will question the ability of 
any reasonably well designed two- 
stroke engine to produce more 
power than a similarly well designed 
four-stroke engine for the same 
purpose. 

It is not difficult to find those 


who will dispute every other claim 
made for the two stroke, but seldom 
does any one question the claim of 
more power when fuel consumption 
and other characteristics are ig- 
nored. In the race here you can 
ignore the other matters and work 
for power alone, and the rules favor 
you to an extent that is truly unfair. 
yet only three of all those interested 
in racing have had the foresight and 
good fortune to build such a unit. 
Another angie that should indicate 


what others think of the two stroke | 
from a racing point of view is the; 


the fact that two stroke engines 
are penalized to some extent every- 
where but the United States, in 
some cases being allowed only 0.6 as 
much displacement as the four 
stroke engines. 

I have talked over this angle with 
many of the racing men and most 
of them say that they do not work 
with the two-stroke because they 
do net know anything about it, and 
I regret this attitude for it indicates 
a disposition to follow the lines of 
least resistance to a degree that is 
deplorable. If the racing game and 
its followers are to be given credit 
for development work deservedly, 
they must have the courage to un- 
dertake difficult but promising 
problems and the ability to soive 
them. 














This has been done to only, 


a very hmitea degree, while the 
mutual admiration society has 
passed out bouquets lavishly and 


the racing fraternity really has sold 


itself On its value to the industry | 
as a whole tc an extent not in keep- 
ing with the really new work. 


Others, who do not claim ignorance 
of the merits of the two-stroke 
engine, say that they do not work | 
with them because of the cost of 
such work, and this jis, doubtless. 
their real belief, but it is not true, 
for two-stroke cycle work is much 
less costly in both time and money 
than the four stroke, when powe1 
alone is the objective. 

I have made quite a point of the 
comparison of two and tour stroke 
cycle engines, but they are not by 
any means the whole story, tor 
ithe same argument applies to many 
other matters. Suspension is prob- 
ably a parallel case. For years the 
cars have come here in impossible 
riding condition. which was then 
corrected by an afterthought by ac- 
cessory manufacturers, and I can 
only think of two efforts to really 
design a suitable suspension when 
the vehicle was planned. 

Practically all of you have known 
for years that the largest single 
factor in the riding problem was 
the ratio between sprung and un- 
sprung weight, yet no efiort has 
been made to go back to the funda- 
mentals and do the job right despite 
the fact that doing so would, with- 
out much question, produce much 
better vehicles with simpler con- 
struction and lower cost. This same | 
argument can be anplied to many 
other elemeats with equal force. 
Now that European designers are 
reverlang to the simpler construc- 
tions of both engine and chassis 
details, we will doubtless have some 
such trend here, but we Americans 
pride ourselyes on our ability to lead 
rather than to follow, and I, for 
one, would be very happv to see 
some leading done in our industry 
through racing. 


This table is repeated for comparative purposes only. 














FREE WHEEL DEVICE 
FOR ALL CARS 


‘minutes witnout changing or remov- 


ing any part of the car, the manu- 
facturer It operates in re- 
verse as well as in forward speeds 
and has a locking device. For Fords 
and Chevrolets, the price is $12.50; 
slightly higner for other makes. 


states. 


MAY REFUND $2,323,991 
UNDER CAR TAX RULING 


May 27 Twelve 
claims filed by automotive manu- 
facturers, asking tax refunds to a 
total of $2,323,991. probably will be 
granted by the United States Court 
of Claims, as a result of a decision 
handed down yesterday bv the Su- 
preme Court upholding the suit o! 
the Indian Motocycle Company 
These cases ask refund on the 
grounds that the government is not 
entitled to tax the sale of motor 
vehicles to municipalities for police 


Washington, 


purposes. They were held up pend- 
ing the decision by the Supreme 
Court in the Indian case Suits 
pending are as follows: Gardner, 
$795,236: Harley Davidson, $652,921; 
Reo, $584.458: Indian, $76,075; At- 
terbury, $15.576; Nelson Brothers 
$12,598; Armleder, $71,823; Corbitt, 
$45,687; Sterling, $2,402; Warren 


Gear Products, $58,475, and the Lor- 
raine Corporation, $8,740. 


COLANDER, BOURNIQUE JOIN 
FOR SERVICE PARTNERSHIP 
Jamestown, N. Y., May 27.--The 
firm of Colander-Bournique has 
been organized as a partnership be- 
tween Oscar T. Colander and Kelly 
T. Bournique, to establish and oper- 
ate a general automotive repair and 
service business. The new concern 
has leased the one-story brick and 


steel] building in Crescent Street 
formerly eccupied by Moore's 
Garage. New shop machinery and 


.equipment has been installed. 


April, 1931, figures 








A free-wheeling device for all 
makes of cars is offered by the 
|Cragar Corporation, Litd., Holly- 
wood. It may be installed in thirty | 


A 
if 


venienc? 
performance of alignment 
without 


dismounting or 
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the 
vice 


has 
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- Development 





Makes Dismantling 
Unnecessary 





BEAR frame 


1ew frame straightener, which 


is claimed affords greater con- | 


and ease of operation in 
ser- 
anv 
work, 
Beai 


the necessity for 
disassembly 


developed by the 


Manuiacturing Company, Rocktord 


Til. 


lel 
and 


Tins 
construction, 
mately 
14-in. runways each 17 ft. long. 
I$ 
jall cars and ordinary 


equipment is of heavy, 
and weighs approxi- 
3.200 lb. It consists of paral- 


accommodating 
trucks. The 


capable of 


linclined approach te the runway is 


;demour.table 


“shop. 
24 in 


to save space in the 
The runways themselves are 
trom the floor. 


From the runways are suspended 


three 


pairs of sliding brackets 


through which are passed transverse | 


I-beains 
ments a°e¢ mounted. 
arrangement 
place on 


in 


beams 
brackets 
applied. 


vertical abut- 
A “kink-lock”’ 
the abutmenis 
The I- 

their 
is 


on which 
holds 
the I-beams. 

are immovable in 
when lateral pressure 
When pressure is released. 


will be found on Page 10. 


























straightener 


they can be moved with ease 


actual 
to the 
set 


frame 
horizontally 


be straightened. 


by 


bending pressure 
hydraulic 


between 
ments and the part of the frame to 


=—®@ 
— 


|. 


| Bear Frame Straightener 


The 
applied 

jacks 
abut- 


is 


the 


The brackets and I-beams are ad- 


justable 
The abuiments 
bet ween 
and are 


forward 
may 
outside 
adjustable for 


and 
be 


the 


backward, 

set either 
runwevs 

height 


In the case of a diamond-shaped 
frame, or an axle to be bent forward 
or backward, two of the I-beams are 
held in longitudinal position by be- 


bolted 


1s 


ing to th 


sure 


e 


third, 


applied wherever 


and pies- 
needed. 


All bending operations are checked 


with Bear 
iS applied 


gauges as 


the pressure 


Two transverse channel irons are 
built into the front end of the frame 
which 


straightener on 


press bends the 
and 
axles in 
the axle. 


the car 

















axle 
straightens bent 
without 


| axle press may be mounted. 
up or 
and 


Bear 
This 
down, 
twisted 
removing 


the 
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Willys Commercial Line 








Is Designed to Meet 90% 
Of Truck Transport Need 


Completing its commercial pro- 
gram with the introduction in Feb- 
ruary last of the new Willys Six, 
Model C-157, on a 157-inch wheel- 
base chassis, the Willys-Overland 
truck line is now a comprehensive 
offering, affording more than 90 per 
cent. coverage of all commercial 
transportation requirements, accord- 
ing te Willys officials. This C-157 
1's-ton unit, combined with the 
Model C-113, one-half ton, and the 
Model C-131, of 1'4 tons, forms the 
company’s truck line. The C-113 has 
a wheel base of 113 inches, and the 
C-131 has a 131-inch wheel base. 

This new line, complete with body 
types to meet every industrial and 
agricultural need, offers such 
features of truck engineering as a 
sixty-five-horsepower engine, four- 
speed transmission, full floating rear 
axle, large springs, frame with 
bridge-type cross-members and 
heavy side rails, large Duo-servo 
brakes, cable controlled. The one 
and a half-ton capacity models are 
offered with single or dual rear 
wheels and standard power takeoff | 
opening. 

In the creation of a line of vehi- 
cles designed to meet the needs of | 
90 per cent. of all employers of 
commercial transportation, the ques- 
tion of body types is necessarily of | 
paramount importance. The aim of 


truck equipment. 


the Willys-Overland designers has 


Chicago, May 27.—Two wes | 
| tions in the sales division of the | 
| Brockway-Indiana Truck Corpora- 
| tion were made known today. F. P. 
Steinhauer, formerly Chicago 
| branch manager, has just been ap- 


been to formulate a line of bodies | pointed vice-president in charge of 


which will enable their dealers to 
supply the needs of almost ewery | 


| national 


account sales of the 


class of customer interested in com- | Indiana division. He is succeeded by 


mercial transportation. 


Among the principal body types | 
ithe past two years manager of the 


offered are the following: De luxe 
cab and pickup, de luxe sedan panel 
delivery, de luxe canopy top express, 
ambulance, patrol or funeral service 
unit, cab and de luxe van type 


panel, cab with stake body, cab with | 


milk can body, cab with wide ex- 
press body, cab with combination 
grain and stock body, cab and Chi- 
cago stake body, cab and St. Louis 
house top rack body, cab and wood 


garbage body with hand hoist, cab | 


and wood dump body with hydraulic 
hoist, cab and Ditwiler dump body 


with rotary power hoist comb, cab | 
hydraulic | 
dump body, school bus, Wayne body | 


with Anthony pipeless 


model; de luxe sedan panel, superior 


all-steel school bus, cab and canopy | 


top express, cab and de luxe van 


type panel, cab and stake body, 42- | 
cluded J. G. 


inch stakes. 

With service facilities an impor- 
tant factor to truck operators, 
Willys-Overland, with more than 
3,000 dealers and service stations, 
in a Strategical position with its 
complete line to make a wide ap- 
peal to all users of commercial and 
it is pointed out 


| Joseph Cook, 


' Finance Company, Omaha; 


is 


_'the company. 


formerly connected 
with the Chicago branch and for 


Louisville, Ky., branch. 


Mr. Steinhauer and Mr. Cook, 


| veterans in the Brockway- Indiana 


organization, will continue to make 
their headquarters in Chicago. Noti- 


| fication of their appointments was 
| received here from R. F. Black, aed 
A. 


recently succeeded Martin 
O'Mara as president of the Brock- 
way-Indiana Truck Corporation. 


REO DEALER SALES STAFF 
HOLDS IOWA CONFERENCE 
Sioux City, Ia., May 27.—Execu- 
tives and sales staff of the Reo- 
Barish Motor Company met in the 
Warrior Hotel recently with C. J. 
Murray, manager of branch, 
charge. Guests and speakers in- 
Sibert, Sioux City; L. 
manager of the C. I. T. 
L. De 
Ligouri, Minneapolis district rep- 
resentative of Reo Motor Company; 


Plummer, 


M. M. Barish, president of the Reo- | 
and A. C, Ward, | 


Barish Company, 
manager of the Omaha branch of 


Creating Salable 


Wilerchandise 


The first principle of the Nash organiza- 


tion in designing and building motor 


cars is to create cars which are extre mely 


salable merchandise. All Nash dealers 


know that Nash is ever on the alert to 


provide cars with every feature that pro- 


vides a real sales advantage. They also 


realize that Nash is equally alert to pro- 


tect them, and Nash car owners, from 


‘adical and unsound innovations, while 


maintaining genuinely sound leader- 


ship both in body and chassis design. 


NASH 


“A BETTER DEAL 


FOR 


(3213) 


TODAY’S DOLLAR 


in | 


Now Placed at About 35,000 


(Continued 


compared with the corresponding 
period of 1930: 

Per C’t. 
1930 Decline 
30,274 
31,846 
42,188 


46,977 


1931 
January .... 24,600 
February . 23,450 
March ...... 30,000 
i 36,000 
Totals..... 114,050 155,305 
It will be noted from the fore- 
| going table that the rate of decline 
in truck sales was substantially 
lower in April than in the two 
months immediately preceding, al- 
though still greater than the Janu- 
ary falling off. 
Five states out of those reporting 
for April, as well as the District of 


Columbia, reported higher new com- | 


mercial car sales in April of this 
year than last, while three states 
and the District of Columbia showed 
increases in the first four months 
over the corresponding period of 
last year. 

The states reporting gains for 
April were Florida, Indiana, Nevada, 
North Carolina and South Carolina, 
while increases for the four-month 


setts, Nevada and New Hampshire. 
Here are the comparative com- 
mercial car registrations in the re- 
porting states: 
April, 
1931 
440 
107 
315 
2,137 
694 
133 
428 
161 
175 
,229 
563 
,709 
,060 
174 
210 
545 
84 
336 
401 
622 
254 
847 
366 
2,464 
219 
365 
198 
201 
223 
618 
477 
444 
945 
253 
Totais .......23,997 30,514 20,509 | 
The following table gives the sales 
for the first four months of this 
year and last: 


1930 

530 
163 
431 
2,872 
800 
145 
392 
230 
2,113 
1,045 
790 
1,849 
1,659 
1,773 
221 
675 
41 
381 
1,584 
612 
373 
2,611 
525 
3,201 
261 
330 
253 
271 
263 
952 
723 
586 
1,723 
136 


1931 
278 
153 
236 

2,095 | 
469 | 
108 | 
381 
139 

1,502 


Alabaina 
Arizona 
Arkansas 
California 
Connecticut 
Delaware 
Florida 
Idaho 
Illinvis 
Indiana 
Maryiiatd 
Massachusetts . 
Minnesota 
Missouri 
Montana 
Nebraska 
Nevada ... , 
New Hi mpshire 
New Jeisey. 
North Carolina. 
North Dakota 
Ohio .. 
Oregon Sk 
Pennsylvania .. 
Rhode Island.. 
South Carolina. 
South Dakota.. 
Utah 
Verment 
Virginia fe 
Washington ... 
West Virginia.. 
Wisconsin 
Dist. of Col.. 





450 
1,285 
1,230 
1,595 

209 

436 


75 
224 


533 
138 
194 
218 
025 
195 
243 


245 


572 
447 | 
248 | 
973 | 
157 | 


1931 1930 


Alabama 2,272 


Arizona 
Arkansas 


DIAMOND T REDUCES 
PRICES $150 TO $700 | 
ON VARIOUS MODEL 


(€ onffowea from Page 1) 


1,402 


lowances on used trucks. These are 


prices for sensible business men who | 


want to get as much truck for their 
dollars as possible. 

“Don’t expect a Diamond-T dealer 
to sacrifice his slender margin and 


saddle himself with ‘sales-proof’ ob- | 


solete used trucks bought at prices 
which cannot possibly 
from them. Diamond-T dealers do 
not sell ‘discounts’ nor ‘buy’ used 
trucks. They sell modern trucks on 
the merits of the merchandise. 
Diamond-T trucks meet present 
business conditions with prices based 
on today’s new low costs.” 


period were reported by Massachu- | 


April, March 


1,095 | 


082 | 


177 | 


102 | 


740 | 


be realized | 


from Page 1) 


7,539 
1.643 


8,968 
1,969 
449 
2,420 
590 
9,067 
5,116 
2,385 
4,481 
3,519 
7,581 
994 
2,740 
197 
688 
5,619 
2,252 
868 
7,218 
1,391 
9,872 
697 
1,403 
1,286 
751 
564 
2,670 
2,395 
1,606 
4,642 
405 
103,210 


| California .. 

Connecticut ....... 
Delaware ... 370 
PIOTIGR cvecvccoss 2,130 
TGONO cccccccccces 581 
Illinois eee 6,721 
Indiana 3,784 
Maryland ... ‘ 1,591 
Massachusetts .. 4,583 
Minnesota .... 3,086 
Missouri 4,877 
Montana , 752 
Nebraska 2,096 
Nevaga 249 
| New Hampshire. . 135 
|New Jersey 4,669 
North Carolina 1,988 
| North Dakota 579 
Ohio 5,042 
Oregon 1,133 
Pennsylvania , 7,296 
'Rhode Island 636 
|}South Carolina.... 1,160 
South Dakota 193 
| Utah 685 
Vermont 460 
Virginia 2,405 
Washington 1,794 
| West Virginia 1,159 
Wisconsin 3,025 
| Dist. of Columbia.. 622 
Totals 81,899 


‘TRUCK DRIVER TRAINING 
EFFECT CUTS ACCIDENTS, 
SAYS SAFETY LEADER 


Newark, N. J.. May 27.—The driver 
| who hogs the road because of the 
| size of his truck is passing and in 
|his place is coming a driver whose 
courtesy and carefulness may put 
to.shame the pilot of the family car. 
| Such is the finding of Fred M. 
Rosseland, secretary-manager of the 
Newark Safety Council, after a sur- 
| vey of safety work and driver train- 
jing being done by members of both 
the local and national councils. Fur- 
| ther proof of the declaration is given 
in the figures on accidents which 
show the truck far below the »assen- 
ger vehicle in the cause of accidents 
list. 

After pointing out that more than 
| 84 per cent. of the trucks operated 
by members of Newark Safety Coun- 
cil are under driver training and 

that 99.8 per cent. of the owners 
;} endeavor in some way or other to 
; make their drivers careful and cour- 
teous, Mr. Rosseland says: 

“It is very generally the practice 
;}among fleet operators in Newark 
and vicinity to select their drivers 
{according to prescribed qualifica- 

tions to take pains in instructing 
new drivers, to reward good per- 
|formances by bonuses, salary in- 
|creases or other means to penalize 
| poor performance by suspension, dis- 

;missal or other means, to have 
printed or posted rules for safe 
driving and to require the report of 
|‘all accidents on special forms.” 

As a result of the survey, Mr. 
Rosseland says, the combined New- 
ark fleet owners had a ratio of one 
‘accident to 15,990 miles of opera- 
| tion for the first half of 1930, as 
}compared with a national average 
| of one accident in 16,455 miles. 
| Most of those who have tried 
| driver training, Mr. Rosseland says, 
| repor ted it not only reduced acci- 
dents, but other operating costs as 
well, and increased business by 
building good will. 
| 
| INDIANAPOLIS SPEEDWAY 

CHIEFS TREAT NEWS BOYS 

Indianapolis, Ind., May 27.—Offi- 
cials of the Indtanapolis Motor 
Speedway were hosts to Indianapo- 
lis newspaper representatives at a 
|dinner and_ get-together meeting, 
the second annual event of its kind, 
at the University Club here last 
night. T. E. (Pop) Myers, general 
manager, and Steve Hannagan, 
publicity director, headed _ the 
Speedway staff, their guests includ- 
ing writers and directors from the 
various departments of the three 
local newspapers. 
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Following is a tabulation of the old and new prices, with reductions 


in each case: 
Nominal 
Tonnage Rating 
14,—2 
303 2 —2% 
551 244.—3 
504 3 
603 3 —4 
750 4 —5 


Model 
291 


ce 


Old Price 
$1,475 


Reduction 


$150 
160 
200 
300 
325 
700 


New Price 
$1,325 
1,585 
2,050 
2,375 
2,975 
4,100 


1,745 
2,250 
2,675 
3,300 
4,800 





